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Are You Building Up a Reserve? 


the majority of concerns to look not 
too much at the full division of the 
profits, but to the possibilities which 
therein lies of business protection. 
a business on the narrow edge of 





To conduct 
your capital is to jeopardize the very life of 


business with the first gust of business 
adversity. We recently had occasion to inspect the 
books of a shoe merchant and noted entries covering 
transactions outside of his business in the shape of 
bonds, real estate, and some very doubtful stocks. 
He. candidly said, “I’m the most susceptible man 
when it comes to get-rich propositions, but I haven't 
used a cent of my initial capital and what I spend is 


your 


actually profits.” 

This leads us to quote a bond salesman who said, 
“IT find shoe men the easiest buyers of all sorts of 
things about which they know mighty little.” Why is 
it that a man with a close knowledge of his own 
business (the technique of a craft more complex 
than that of any other article of wearing apparel) 
flings wisdom away and plunges into speculations 
simply on the rule “it’s hard to make money in my 
trade—maypbe its easier on this side-line investment.” 

Take the cue from the leading concerns in this and 
in other trades. Now is the time to look at the flatter- 
ing profit sheet with foresight into the future. One 
major shoe concern gave its stockholders their cus- 
tomary six per cent and tucked all of the extra profits 
into Reserves. 

Needless to say the stock value increased by just 


that amount and even more for business sagacity is 
always an appreciating influence. In three similar 
years the total reserves of this concern will be suffi- 
cient to cover six lean years. Contented stockholders 
are the greatest assets of a growing business and how 
few businesses there are that do not have investors 
other than the proprietor. 

It takes more money to do business today. ~ It is 
true that business is a greater capital venture and 
style adventure than ever before. Surely all of a 
man’s energies are needed in the shoe business with- 
out the worries of following the ticker and the tape. 


Take it from men who have this past year made 
money in selling shoes at retail there is profit in shoe 
selling and the limit is usually set by the man himself. 

At the Philadelphia Convention it was emphasized 
that the conditions facing the nation are, in measure, 
conditions facing individual merchants, viz., Hon. 
A. S. Krieder’s remarks: 


“I do not fear the period of reconstruction and rehabilitation 
because then we would be placed at no disadvantage, but I do 
fear the time when the, probably, twenty-six million men will 
be brought back from the armies joining the millions now en- 
gaged in supplying the armies in the field and they join under 
the direction of their governments in wages and commercial 
war. That is the period of which I am fearful. 

“It is almost inconceivable to me that a nation knowing these 
conditions to exist will not prepare now for the things we know 
we must meet sooner or later. I cannot see why we should not 
now entrench commercially to meet the battle that is sure to 
come. I believe it is the duty of this government to conserve 
our resources and provide legislation that will assist in com- 
mercial and industrial industries of this country to hold their 


own.” (Applause.) 


Can any merchant with these big problems staring 
him in the face fail to realize the necessity of storing 
up a reserve—for even if he does not use it isn’t it 
potential capital to be usefully employed? 
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Enthusiastic Convention of Merchants from Pennsylvania, 


New Jersey, Delaware and Washington, D.C. 


PROGRAM of unusual interest was 
that the of Convention of the Penn- 
sylvania Shoe Retailers’ Association 
) attended by the representative mer- 
chants of the Keystone State, and 
delegations from New Jersey, Mary- 
land, Delaware nd Washington, D 
C., at Philadelphia February 19 and 20. 

That brevity is the soul of wisdom in “getting it 
across’’ was appreciated by most. of the speakers 
and in condensed and pithy form the proceedings are 
treated here, in order that the substantial knowledge 
developed can be readily digested by the busy mer- 
chant. 





Welcome to Philadelphia 


With President A. A. Lazarus of Pittsburgh in the 
chair, the proceedings were opened with an Address 
of Welcome by E. Tryon, representing the Phila- 
delphia Chamber of Commerce. Having extended 
the greetings of the city, Mr. Tryon referred to the 
current work of the National Chamber of Commerce, 
and to the attainments of the Pennsylvania Chamber 
of Commerce, which he regarded as highly interesting 
and important to the retail interests in the State. 
He pointed out that such an organization tends to 
exert a steadying influence on the vagaries and dis- 
sentions of political parties which are hurtful to legiti- 
mate business, and that it is becoming more and 
more true that government cannot be successfully 
conducted without the great civic and _ business 
associations as a means for the concentrated ex- 
pression of public opinion. As a fitting climax to a 
telling argument, a motion from the floor was unani- 
mously adopted that the officer of the Association be 
instructed to apply for membership in the State Cham- 
ber of Commerce. 


**Hats Off’ to Philadelphia 


Following Mr. Tryon, Chairman Lazarus paid his 
compliments to Philadelphia industry, amongst the 
leaders of which he recognized the National Morocco 
Manufacturers’ Association, some of whose mem- 
bers he said had advanced the price of kid leather in 
the last year ninety-one per cent. Figuratively “‘taking 
off his hat’”’ to the business men of Philadelphia, and 
continuing on the subject of leather he mentioned a 
“ninety per cent advance in union sole leather, al- 
though there has been no acute shortage of this 
material.”” He continued: ‘‘We are going to see 


some curtailment of buying in the immediate future, 


and while we realize that prices cannot go back to the 
former level, the final outcome will be, not high 
prices or low prices, but fair prices for shoes. Our 
natural interest in the consumer will lead us to sell 
footwear at prices within their means. Every mer- 
chant today should be making a profit, but if he 
establishes a sinking fund he will be making a wise 
provision for the change in business conditions which 
is sure to come. I believe also that we should buy 
carefully, not only because of a possible change in 
prices but also because of the fluctuations of style. 
Every merchant today should have the courage to 
ask fair prices for good merchandise, and not sacrifice 
quality to price.” 

Following the routine business involved in the 
annual reports of officers and committees, and the 
appointment of the Convention’s Resolutions and 
Nominating Committees came the presentation by 
proxy of a paper on “Merchandising Children’s 
Shoes,” by H. B. Scates, Shoe Division Manager for 
Filene’s, Boston, who unfortunately was unable to 
attend in person. He said: 


Merchandising Children’s Shoes 


As every shoe buyer present knows the advance 
in price on children’s shoes is and will be much higher 
in percentage than on men’s and women’s shoes. 

This fact adds to the general problem of high 
prices of our stock, because children wear out shoes 
so quickly and outgrow them so quickly, the fact 
that children’s shoes are high priced will be constantly 
brought before the consumers and will undoubtedly 
be a source of irritation to them. 

It is my belief that we should recognize these 
facts fully, and do all in our power to make the bur- 
den on the budget of father and mother as easy as 
possible on the buying of children’s shoes. 

By that I mean that we should take two important 
steps at the present time: 

1. To strengthen our stocks with certain types of 
shoes, perhaps not as well finished as those we sell 
in higher grades, and possible a little more crude 
in style, but which will give good wear and fit well. 

2. We should begin at once to train our salesforce 
to sell children’s shoes intelligently and with a selling 
talk which will tend to convince customers that we 
are working in their interests. 

I, personally, am continuing to carry all of my 
staple lines with the same degree of quality that we 
have always sold, and we are asking a fair price for 
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Leaders of the Industry Index the Imperative Needs 
of the Day 


them, that is a price that will give us a fair profit. 
However, in this connection I hold to the further 
belief that shoe dealers can afford to make an invest- 
ment of selling certain types of children’s shoes at a 
closer margin of profit than usual. 


How About Quality 


In visiting around the country I have become 
very much impressed in the last two months with the 
fact that the public are going to be offered and will 
buy thousands of pairs of very inferior shoes. This 
will inevitably have the result that trade will shift 
from one store to another, and it is my belief that the 
store who guard most carefully the question of quality 
and who sell their best grades at a fair price, who are 
willing and far-seeing enough to sell some shoes at a 
low profit, and who are wise enough to give intelligent 
thought to the construction of certain types of shoes 
to be marketed at low prices, but which will first of all 
fit well and finally wear well—those merchants who 
will follow this line will come out of this scrape much 
stronger with their trade than will those merchants 
who attempt to market shoes of inferior quality in 
order to hold retail prices down. 

To be definite, in our business we are developing a 
great number of lines of shoes made out of tan and 
black side leather of a plump weight, which we know 
will wear well, and are having them made up in both 
welts and stitchdowns with a fibre sole, felt boxes, 
and are selling these shoes at what used to be our 
regular prices for our best shoes. 


Education of Salesforce 


It is necessary to educate your salesforce for the 
reason that we first have to sell our shoes to our sales- 
force before we sell them to the consumer, and the 
man who is wise enough to realize this fact and who 
will sacrifice the time necessary for this educational 
work, will be repaid well for the investment in time. 


I believe further that the time is here when thinking 
retailers must stop and consider the high cost of 
living as effecting the consumers total budget, rather 
than to accept the attitude that merely because 
times are good—‘“‘Let’s get all we can out of the 
public.”’ It is with this thought in mind that I have 
sent to your secretary a few folders which we are 
putting out with every pair of shoes we sell and 
with every bundle that leaves our store, and which 
we intend to do, but modified from time to time as it 
becomes necessary. Our second edition is already on 


the way with modifications made necessary by the 
first few weeks of trial. 

We advise customers what to buy to save money. 
I know that there can be a division of opinion among 
you gentlemen as to the wisdom of this course. 
Some may argue that a campaign of this kind would 
tend to decrease the sale of novelties and of high 
priced shoes. My answer is that, I believe legitimate 
and recognized dealers, through the policy of Golden 
Rule selling, can entrench themselves during this 
period of high prices, which will reflect in their busi- | 
ness in the years to come, by securing a loyalty in 
their customers that will make for solid growth in 
their business. 


Personal Contact With Customer 


My further answer is that any wide awake merchant, 
if he is on the job, must be aware through personal 
contact with customers that they are fully awake 
to the high prices of shoes, and that there are a 
great percentage of people who have left their regular 
trading place because they believed that their par- 
ticular dealer was laying it on too thick. I see evi- 
dences of it daily in my own business and among my 
own circle of acquaintances, and as a concrete illus- 
tration I believe it is much better to advise a woman 
who wants a white shoe for a child of the sterling 
qualities of a white canvas boot, at the same time 
showing her a buckskin and letting her choose between 
them, with the big difference in price. I believe it is 
better business to force the sale on canvas shoes and 
have satisfied customers, than having a small or 
large percentage buying buckskin shoes, and pos- 
sibly by the time they need their next pair decide 
to go to a store where they sell shoes cheaper. 

I believe that the time has come when we should 
make fibre soles a feature on our children’s shoes. 
I believe that we should advocate the use of play 
shoes made from side leather with fibre soles and 
advocate the wear of such shoes for play or school 
wear and at the same time urge customers to buy 
lighter shoes for dress wear only. 

Summing up all I have said in the foregoing means 
one thing. Every retailer should strive to sell chil- 
dren’s shoes more intelligently than ever to im- 
press upon his customers that he is working in their 
interests. That he make intelligent effort to con- 
serve the quality of his footwear both at high and 
low prices, and point out frankly and squarely the 
difference between high and low priced shoes, and 
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Diversity of Materials in Footwear Mean Better Style 
Balance 


bend every energy that you possess to sell as many 
or more shoes this year than you ever did before, 
and think of the years to come no less than the present 
year or season. 


Good Ideas in General Discussion 


A general discussion of the subject followed, led 
by H. O. Miller of Harrisburg, and President Lude- 
buehl of the Pittsburgh Association, along the lines 
of emphasis on care in fitting and selling. Mr. Lude- 
buehl pointed out how often it happens that the new 
girl is put into the children’s department, a practice 
ultimately detrimental to business unless the mer- 
chant can know that every pair of children’s shoes 
that leaves the store has not only been sold but 
fitted properly. 

There was some disappointment that A. F. Sloane, 
the new Field Secretary of the National Shoe Re- 
tailers’ Association, was unable to be present to give 
his scheduled talk on “Organization’’ but it was ex- 
plained that Mr. Sloane had gone from his Ohio 
headquarters to the Texas shoe merchants’ convention, 
just over, and that Secretary A. H. Geuting on 
behalf of the officers had telegraphed him to stop off 
at St. Louis to assist in the erganization of the shoe 
merchants there. 


From Viewpoint of Customer 


The afternoon session opened with an illuminating 
talk by Wm. Smedley of Philadelphia on “Mistakes of 
Retailers as I Have Observed Them,” from the point 
of view of a customer. The everyday mistakes 
cited by the speaker led up to “co-operative sales- 
manship” and its development in shoe stores as it 
has been developed elsewhere. In dealing with 
errors in administration he said: ““The great bane of 
business today is too cheap credit. I believe mer- 
chants should discount their bills, even if they have 
to borrow the money to do it, rather than to drop 
into the habit of asking how much and how long 
credit can I get. Another thing is that as merchants 
often look for liberal credits, they themselves are 
often too liberal, and not sufficiently well informed, 
in extending credit to those who ask for it. Mer- 
chandise is money, yet they will let merchandise go 
out of the store with too little assurance of payment. 
They would think three or four times before granting 
the request of anyone who came in and asked for 
ten dollars in cash. If a merchant discounts his bills 
he is also going to watch his stock and his turnover 
closer. 


‘a mistake. 


“In the matter of service, every time a man comes 
into a store, it has cost the merchant money to get 
him there. It is therefore up to the store to treat 
him right, and get an ultimate dividend out of it, 
whether a sale is made at the moment or not. 


Don’t Hold Too Long 


“The merchant who hoards up slow moving stock 
so that it rapidly becomes nearly unsalable is making 
He owes it to himself to take steps to 
move it to avoid the losses that follow neglect. 

“It is a mistake not to treat the traveling salesman 
right. Some of them find access to a buyer’s presence 
like getting into the antechamber of Heaven. The 
commercial traveler can do you a lot of good, and 
possibly he can do you some harm. He is a business 
ambassador, a business man, and is entitled to fair 
treatment. The difference between some buyers 
and a piece of ice is that the ice will melt. Be a 
human buyer; disprove the idea that ‘everyone is 
human—except a buyer.’ 


“Do not be satisfied to think that you are holding 
your own. The man who really thinks that is slipping, 
and I feel sorry for him. You cannot stand still.” 


Leading the discussion on Mr. Smedley’s talk, 
H. P. Hartley of Rochester, Pa., a Vice-President of 
the Association, took up some of the difficulties of the 
shoe merchant in the smaller centers. Following an 
endorsement of Mr. Ludebuehl’s principle that the 
merchant should absolutely know that children’s 
shoes are fitted properly before they are sold, his 
principal points were sizing-up and the care of stock. 
From his own experience he believed that the coun- 
try merchant’s stock should not cover too wide a 
range; that too often such merchants buy in dozens 
rather than sizes; and that when runs of sizes get 
broken it is most advisable to consolidate similar 
lines into groups and then size up as desired. Another 
error with many country merchants is that they 
do not read the shoe journals enough. Knowledge is 
essential to business success, and the information and 
assistance provided by the trade press is essential 
to the man who would keep up with business and 
style conditions.” 


O. W. Metzger Gives Good Advice 


O. W. Metzger of Allentown, “a suburb of Phila- 
delphia’’ as he termed it, followed with a talk on the 
error of being over-anxious to sell shoes, and of 
magnifying in the salesman’s eyes the daily story of 
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egand Lend Aid to the Government 


Real Merchants in the Making Through Convention 
Educational Features 


the sales book, for over emphasis of this feature, if 
it does not result in lost immediate sales, is in his 
opinion the cause of the loss of more customers than 
any other error in business. Another factor in mer- 
chandising which he considered it wise to avoid was 
a tendency to emphasize the style feature. In his 
opinion a prime necessity was to concentrate on sizes 
on widths if success is to be achieved in properly 
serving and holding the customer. Continuing, he 
said: “If the members of this organization are educa- 
ted to the real science of shoe selling, we are going to 
do more business than the man who concentrates on 
style exclusively. 


Spend Money on Advertising . 


“Another fault today is not that merchants fail to 
advertise but that they make their advertising too 
flowery, in language different from what the average 
man is used to, and therefore passed by. Many 
also do not appreciate the advantages of advertising 
in a big way. We have demonstrated in our city 
that advertising in a big way pays, and in that way 
only. What does it matter whether you spend 
three, five or ten per cent for advertising? The 
consumer foots the bill, and so long as you get the 
profit, spend money on advertising. 

‘“‘Another thing, personality in the shoe store is 
highly important, I believe that when we are wrap- 
ping the packages we should be able to wrap up part 
of ourselves, so that the customer will remember 
that there and there only he has received the best 
kind of treatment. 

“In our store the salesmen are so interested in 
service that they have organized the Wetherhold & 
Metzger Efficiency Association—yet while a body of 
merchants like this finds it a hard job to get a thou- 
sand to come to Philadelphia for the convention, the 
men working in the smaller towns see that their great 
safeguard and help for the future lies in getting 
together for greater knowledge and better service! 


Salesforce Should Be Men 


“T have read from time to time in the shoe journals 
* about women in shoe stores. I believe the salesforce 
should consist entirely of men. A man knows that 
he must either succeed or fail in making a living or 
getting ahead, and consequently he is as a rule more 
interested. in his work, more dependable. Although 
there are exceptions,women are usually not interested— 
they lack concentration; and their usual ambition 


is not towards business success primarily, but toward 
marriage.” 

The Chairman: “I would like to hear from one of 
the ladies present.” 


Ladies Have Their Say 


Mrs. E. E. Evans (Lewis & Reilly, Scranton): 
“If you had lived in Scranton you would not have 
said that.’’ 

Mr. Metzger: “I believe I said there were ex- 
ceptions.” #3 

Mrs. Evans: “‘We have fifteen of them.”’ 

Another member: “I have two more.” 

Another: “I have had one for seventeen years, 
and I would not exchange her for a man clerk.” 

The Chairman: “Mrs. Evans is a member of this 
Association and we are privileged to have her attend 
the meeting today.”’ (Applause). 


McGowin Endorses Ladies 


A. C. McGowin: “I do not have men in the women’s 
and children’s shoe departments in our business, 
unless forced to have them to look after stock once 
in a while ‘or to do a little heavy work, and-my women 
salespeople average a greater number ef, highly paid 
people than the men do. They get miarried, some- 
times much to their misfortune; and Wwe take them 
back; and they are better than ever; and sometimes 
perhaps we feel like helping the fellow that they 
got taken in with, out of town. . (Laughter and 
applause). But of’ course community conditions 
may make things different, and what may apply in 
Philadelphia or other large cities may not apply in 
other localities.” 


’ MeGowin on Materials Other Than Leather 


President McGowin of the National Shoe Retail- 
ers’ Association thus put a fitting climax to an in- 
teresting discussion, and introduced. his scheduled 
subject: “Substitutes for Leather.” He said, in 
brief: 


“The first principle of success in our business is the 
salesman, and there are no substitutes for salesmen. 
There is nothing that can take their place. It has been 
said that we ought to sell our customers what they 
SHOULD have, and that is the preachment in the 
classes and educational bureaus in our shoe business. 
Educate the salesmen; then if they are not fit they 


‘will drop down and out. Don’t ever let the customer 


have what is wanted if you know they ought not to 


Fi 
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have it. That is true salesmanship; you cannot put 
any substitute into that. 

“Now let us put the subject, “Substitutes for 
Leather” in a different form. There is no substitute 
for leather for what it is required, but why should 
we have leather in shoes? There is no real reason 
except that we have educated the public to expect 
leather in shoes. There is no sound reason why they 
should except leather if there is a thing that you can 
put in the shoes that will be, first, comfortable, and 
second, look well. The thought of service is the 
third consideration, for you will find that if shoes 
are comfortable and if they look well customers are 
willing to sacrifice the service—but I do not believe 
it is necessary even to sacrifice the service. Hence 
I say, not ‘substitutes for leather,’ but ‘things to 
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make shoes from.’ I am not attacking the tanner or 
seller of leather but I am trying to put his business, 
from my viewpoint, where it belongs, so that he can- 
not at one time ask us 30c. a foot for leather and 
within thirteen months ask us 80c. for it. It is not 
reasonable, and why? Because we have made it 
possible for him to ask that exorbitant figure. We 
have made it possible for him to forget decencies of 
trade and to go into the raw material market and 
stand up and shout from the treetops: ‘I will outbid 
that fellow.’ That is what they have been doing. 


It is not because we needed leather to put in shoes! 
But now let us who are responsible to the public 
educate them to the fact that we are studying their 
interests when we are putting something else than 
leather in shoes. 


SHOE RECORDER 
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Leather Must Be Conserved 


“We have done a great many things to raise the 
price of leather, and now I want to leave with you 
this thought! Let us conserve leather so that it 
will again be held at a reasonable price. For example, 
why should a little house slipper be made ‘of leather 
at all? Why leather sock linings, even sheepskin 
which is really a waste of money, with sheep almost 
as high as kid used to be? Such things make uses 
for leather that are not necessary. In these times we 
should study how to keep leather out of shoes. 

“The worst feature 1 find is in supplying a child 
with a shoe she can go to church in. I am going to 
put in for Fall a full line of such shoes of all black 
cloth with patent leather tip. 

“T have before me a style bulletin from Paris which 
says that many of the high button boots are made 
with wool fabrics finished to resemble leather. Now I 
would not finish it to resemble leather because to 
attempt such an imitation would be foolish and there 
is style enough in fabric on its own merits. 

‘““A previous speaker has said that we do not read 
our trade journals as we should. I do not believe 
there is any better investment for a man than to 
put in his store one or more good shoe journals to be 
read not only by him, but his employees as well. 


All at Sea on Glazed Kid Situation 


‘“‘Now on the glazed kid situation. A big operator 
said to me Saturday afternoon that he did not know 
what conditions to expect. He did not know whether 


-at any time a condition might arise that might be 


most disastrous for them or for you. And when 
you ask me what you ought to do for Fall I cannot 
advise you. 

“Reference has been made to styles and I will 
venture to say that what surplus money you have got 
out of the bank has gone into staples that you can- 
not sell. Now you find you cannot get your mon- 
ey out of them as quickly as you think you should; 
you will get it out in time. You cannot injure the 
fashion feature in shoes and you do not want to, 
because it is the first time in the history of many 
merchants that they have had an opportunity to 
buy an extra bun for somebody’s lunch. There 
have -been no interferences as a rule because to hold 
them would be to sell daily at a loss goods that are 
being sold every day at good profit. This is another 
result of the advent of style in footwear. 


Support Your Trade Papers 

Speaking about the “Boot and Shoe Recorder” 
Retailer, Reporter, Hide and Leather, and the way 
in which they have taken care of your interest, when 
a paper which necessarily lives on its advertising 
is broad enough to take the stand that this paper 
(holding a ‘Recorder’ in hand) has done against a 
concern willing to spend almost any amount of 
money in telling the truth about their shoes, or if 
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Adepted at the Philadsl- 
phia Convention, February 
19-20, 1917. 


Resolutions on Buying 
Policy--Shoe Materials and 
Actual Preparedness. 





Buy in Moderation Be it resolved, that the Pennsylvania Shoe Re- 

Whereas, it has been the practice to place tailers’ Association do heartily endorse our 
orders far in advance of immediate require- president's efforts to keep our country at peace, 
ments during the last six months and during but heartily pledge our support in whatever 
which time the leather market has advanced to means and measures he may have to resort to 
very enormous high costs and that a turn in the in order to protect the interests of our lives and 
situation is liable to occur at any time. properties. 

Be it resolved, that this convention recom- Whereas, there is great danger of our business 
mends to its members to change this speculative welfare being greatly jeopardized after the war 
buying and place their orders in moderation and by the foreign powers who have become so 
not far in excess of their requirements so they wonderfully organized and systematized. 


may not be burdened with high-priced stocks 
when the prices recede. 


; Want Actual Preparedness 
Urge Study of Material 








: Whereas, the prices of all kinds of leather And whereas, these foreign governments have 
: have advanced to unprecedented figures over practically instituted state control of all their 
: which retailers have no control, we deem it industries so they will give them the utmost 
3 wise to increase the use of all materials other support in securing the neutral business of the 
: than leather, which are suitable for various uses world and control their own business to their 
? . in the making of shoes, and we strongly recom- own benefits. 
: mend that the use of such materials be — Be it resolved, that the Pennsylvania Shoe 
: couraged to the fullest extent, thereby relieving Retailers’ Association pledge themselves to do 
: the leather market = much as possible and all in their power to aid such measures as will 
: keeping the prices within reason to the average place us in a state of preparedness for such 
? purchaser. contingencies, and heartily recommend such 
: Stand Back of Wilson’s Policy legislation as will protect us from the various 
: Whereas, the tranquility of our country is competition that might result from foreign com- 
= menaced through the foreign belligerents over petition thereby protecting our labor, our in- 
= which we have no control, stitutions and our general welfare. 





they make a mistake, lying about it as they appar-  der’’ pages) here are forty pages of everything helpful 
ently did in the Saturday Evening Post, when this ina single issue that this paper does not get a cent for. 
paper can come out as it did and call attention tothe It is for the subscriber and such work should have 
character of this advertising, I want to say that it is | every possible kind of support. 
criminal for you not to support them in every way. “I think we might take people in our confidence 
“IT have another. In my hand is a large news- more than we have, about the non-need of leather 
paper advertisement of a Newark shoe store. It isa inshoes. Years ago I used to come out in my adver- 
pack of lies from top to bottom. Here isa gentleman _ tising about every leather feature in my shoes. Now, 
from Milwaukee saying what is the president of the for example, counters and box toes make neater 
National Association going to do about this? Well, looking and better: goods than in the old days. Fab- 
he is going to call attention of everybody within rics for uppers clean easier and are more nearly wash- 
the sound of his voice and as many others as he can _ able than so-called washable kid. 
and make this prophecy, that you and your family and 
successors will be in business when these people are 
forgotten, if you will stick to the truth in your ad- “Tam bought up on staples for Fall, such as white, 
vertising. black and brown kid, cordovan colored side leather, 
‘Another thing (holding up a hand full of ‘““Recor- and so on, but as for the real novelties, we have 


Bought up on Staples for Fall 
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Public Should Be Educated on “Things to Make 


Shoes 


pleaded with the big factories making women’s fine 
shoes to find what they are getting up for Spring, but 
nothing doing; but they are getting ready and we are 
going to buy eight and one-half and nine inch white 
lace boots and a good many fancy colored button 
boots, for while we have nothing against lace there 
are some conservative women who do not like lace 
and yet want fancy shoes. Beyond that we hardly 
know what we are going to do. 

‘“‘Any who have not ordered their rubber overshoes 
as usual should do so and take them in when you can 
get them, because they are going to be even scarcer 
for Fall and Winter than they have been the last four 
months because they cannot get the labor to manu- 
facture the goods, except on the very heavy stuff. 


Discount Your Bills for Profits 


“Discount your bills, and you will find that your 
manufacturer, while fairly honest and trying to make 
deliveries to all customers alike, may find it possible 
to get delivery on time to the man who discounts 
his bills rather than the one who does not do so. 
Therefore, borrow money if necessary, for this pur- 
pose. That is what the banks are for. 

‘“‘We have talked profits out of necessity because in 
the past there has been no profits until style has now 
given the opportunity. Having the opportunity 
however, we should be careful not to overdo it. 
Trade marked shoes have their place and always will 
have, but the more you individualize your own 
business the better for you. It not only gives a 
personal touch but gives it the interest:so that you 
will have the pride necessary to make a successful 
business. 


Take Your Sales People in Partnership 


“Take your sales people into partnership with you, 
in some commission fashion so that not at the end of 
six months or twelve months, but each and every 
day may know what they have earned over and 
above the salary you are paying them, and if you do 
that you will find that you make salesmen of them. 
I never saw a salesman or saleswoman with real 
selling ability that ever took advantage of the cus- 
tomer because they were getting a little larger com- 
mission without losing that customer and also with- 
out the sales person going out of the business in a 
very little while because of that fact. 


“IT want to ask you in placing your orders for 
Summer and Fall to avoid leather. Don’t buy it. 


From” 


You don’t have to. That is not to hurt the leather 
people but to conserve leather, and enable them to 
make a steady and sure profit, for if they go on as 
they are now they will have a tumble that will smash 
all the profits they have made this past year.”’ 


Manufacturing as Related to Merchandising 


The development of the program and the dis- 
cussions made it necessary for Chairman Lazarus to 
hold over part of the schedule for the following day 
and the first afternoon session closed with a talk by 
J. C. McKeon of Laird, Schober & Co., Philadelphia, 
on the subject: “Manufacturing as Related to Re- 
tailing.” ' 

“Referring to the discussion on women salespeople 
Mr. McKeon referred to an up-state merchant who 
in visiting a Southern city and finding in the best 
shoe store 90 per cent women employees immediately 
on his return advertised for women for his own 
establishment. Mr. McKeon pointed out that in 
the manufacturing of the uppers of shoes, women 
employees on fitting and the upper part of shoes 
constitute 80 per cent of the total, including pack- 
ing and trimming, and on clerical work 50 per 
cent, and therefore any criticism against women as 
lacking concentration is open to argument. 

“The burden of co-operation between my branch 
and your branch of the industry really is on the 
manufacturer. On the assumption that a great deal 
of retail buying is direct from manufacturers we have 
got to consider the difficulties of production labor 
and materials, and the unfortunate shortness of the 
season. The merchant will receive salesmen from 
October to December ‘for Spring business and will 
want his goods delivered anywhere from January to 
Easter at the latest. The situation has developed 
a great deal of late by buyers visiting factories, and 
very peculiarly, this was started by buyers from the 
Pacific Coast and Texas, working on the assumption 
that the men going around and getting acquainted 
and keeping their eyes open for all kinds of oppor- 
tunities will benefit thereby for such a man could 
not advance while he is at home. The general 
reason for making buying trips in advance of the 
season is mainly for deliveries although of late, it 
has developed largely into a matter of price protec- 
tion with the idea of placing business on staples. 
It does not follow however that the manufacturers 
must give all his attention to all these buyers who 
come into the market early, for there are many old 
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er|Get Enthusiastic Endorsement 


No Reason for Using Leather If You Have a Material 
That Is Comfortable and Looks Well 


established customers who cannot possibly make a 
visit. That business must be taken care of but 
unfortunately it happens sometimes that it is not 
possible to take care of them all as applying to price. 
The manufacturer must take care of his probable 
production, buying the amount of raw material 
without knowing just what the demand will be. 
He simply has got to take care of the early bird and 
when material runs short, the later comer will some- 
times suffer in one way or another. I am talking 
leather shoes. There will be fabric shoes and they 
will be sold, but I believe in leather, and shoe manu- 
facturers, merchants and wearers have the leather 
habit. 
The Use of In-Stock Facilities 


““Manufacturers have attempted to make a suc- 
cess of stock departments and some have succeeded, 
and where a manufacturer has succeeded with his 
stock lines both he and the dealer have done well. 
But in the retail game the stock lines are not suf- 
ficiently appreciated in many cases. When you get 
notification from a factory regarding an in-stock line, 
together with telegraphic code, prices and discounts, 
do not put it in the waste basket, even if, you are 
not interested at the moment. It is important 
that you should keep this. If the dealer is too busy 
to. give customers attention, there must be some- 
thing wrong with his organization. And if he is too 
busy to give attention to his correspondence there 
must be something wrong.” 


Success In Importing Leather 


-In outlining the situation that has existed since 
the outbreak of the European war in regard to the 
supply of leathers for shoes, Mr. McKeon added: 
“Leather has been coming into this country right 
along uninterruptedly from France on the steamers 
of the Compagnie Generale apparently without 
regard to Germany’s submarine warfare and it is a 
curious fact that on this line only, not one of the 
steamers carrying leather to this country has been 
lost. Now the industries on the other side are reach- 
ing such a stage that hereafter deliveries will be very 
small if they exist at all because of the growing 
shortage of shipping. Furthermore, in France and 
Spain and in other parts of Europe it is very difficult 
to obtain fuel at the price of $85.00 a ton, and these 
foreign industries which so far have had a tendency 
to keep down prices will be handicapped to such 
an extent that they will be no factor whatever 


in regulating prices. When the war is over and the 
world’s markets are again opened up the increase in 
the demand for shoes, leather and hides for civilian 
purposes will be so great that footwear may reach 
higher prices than ever before known.” 


Tuesday’s Busy Session 


When the merchants assembled at 10 A.M. Tues- 
day, the day’s program was opened by Editor J. H. 
Stone of the Shoe Retailer, with a talk on ““The Leather 
Situation,” in which he clearly set forth the basis of 
existing market conditions and their causes and pre- 
sented the outlook for the future as seen by one in a 
position to carefully survey the field. It may be 
noted that any merchants who have hoped for lower 
costs in shoes in the immediate. future obtained no 
solace from Mr. Stone’s forecast of the situation and 
it seems to be the consensus of opinion that raw 
materials will continue firm in price, with a pos- 
sibility of increase, rather than the reverse, as con- 
ditions develop. 


Hon. A. S. Kreider on War Conditions 


The presentation (for he needed no introduction) 
of Hon. A. 8S. Kreider, Congressman and shoe manu- 
facturer, was the signal for applause. He. said in 
part: “I was very much pleased to listen to the 
address of the preceeding speaker and shall not 
pretend to go into the details of our supply of hides 
and leather, or shoes, but shall confine my remarks 
to ‘“after-the-war-conditions.” 


Prices Will Recede After War 


“The shoe and leather industry forms a part and 
parcel of our national commercial fabric, and the 
shoe business will rise and fall as the prosperity of the 
nation rises and falls. At the present time we have 
speeded up commercially. We have doubled our 
production and doubled and re-doubled prices, and 
we have gone ahead as though there were no ends to 
be reached. The time will come when a reaction 
must of necessity set in. In my judgment the 
opening of peace negotiations will be the beginning 
of tendencies to come back from our present ab- 
normal condition to normal. I believe then that 
prices will recede. I do not believe there will be 
any disastrously sudden drop in prices, but I do 
believe that we will gradually but positively approach 
the normal. Today we are beset with uncertainties. 
We do not know how many hides and skins we are 
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able to get. We know that the skins from which 
upper leather is made largely, such as cabretta, and 
goat, are practically all imported. 


Plenty of Hides and Skins in the World 


‘‘We must depend upon the importation of this 
raw material. We also import a large proportion of 
the hides for sole leather and side leathers, as well 
as calfskins. Now I have reason to believe that 
there are enough hides and skins in the world today 
to supply the world’s demands provided we could 
get them into this country. If it be possible that 
the ocean lane of travel be made open I anticipate no 
great change in prices in the near future. But you 
all know the conditions now existing between the 
United States and Germany. I do not think there 
is any man who can foresee the final outcome. We 
all hope for the best and sincerely hope and pray we 
may not become involved in the war. I believe it is 
the purpose of the present administration if at all 
possible to keep us out of that war. My answer to the 
question as to whether we will declare war is that I 
do not think we will. I think that probably before 
the adjournment of this Congress the President will 
ask that joint resolutions be adopted by Congress 
authorizing the President to use the armed forces of 
the United States for the protection of the lives and 
property of Americans—If war does come I think it 
may be through the possibility of committing some 
act which Germany may consider an act of war and 
declare war upon us. 


Suggests Buying in Advance 


“All this has a bearing on our immediate supply 
of raw materials. If I were a retail shoe merchant I 
would not hesitate to buy my next season’s require- 
ment, but I would not speculate and I would not buy 
more than I believe I could use the coming Fall and 
Winter. I don’t think there is a possibility of shoes 
being sold for less money between now and the time 
you need them to supply your customers next Fall. 

“They may go higher and they may not, but it 
would be conservative policy for the merchant to 
place orders in the usual way and at the usual time 
for such goods as he feels that he needs. 


On the Mark for Business Race 


“Now the question arises, how long are we going 
to maintain our present position as the financial center 
of the world when the war ends. In this country we 
have advanced wages and commodity prices and 
materials and the cost of living and everything has 
gone up. What has been going on in the other coun-. 
tries? If you think that the mills and factories of 
foreign countries are lying idle you are mistaken. 
The resources of the belligerents have been conserved 
as never before. Their industrial organizations have 
been perfected and are co-operating as never before. 
England today, from information that I have reason 
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to believe, is producing three times as many goods as 
before the war. She has scraped her old methods and 
machinery, has built new factories and new industries, 
and industry has democratized the nation, breaking 
down the lines of demarkation between the classes 
to a very considerable extent. When Mr. Lloyd 
George said that the war may prove industrially to 
be a blessing in disguise, it was a sharp contrast to 
what has been going on here. You would have sup- 
posed that during this war they would need the 
product of their own countries, and would have no 
goods to export. The facts are that in the last twelve 
months we have imported about two billions, four- 
hundred millions dollars’ worth of goods. That is 
five hundred and seventy-one millions dollars’ worth 
more than we ever before imported in a similar period 
in our history, and this notwithstanding the fact that 
the central powers have not exported to America any 
part of their proportionate share. 


Urgent Needs of Business 


“‘We want to have laws that will put out business 
men on a parity with business men in other coun- 
tires. We want to extend our banking facilities and 
we ought to have a merchant marine. We ought to 
be included in all the so-called “favored nation” 
clauses in the treaties with foreign nations, where we 
are not now so included. We ought to have provision 
when there is a protective tariff enacted to make 
reciprocal business relations with foreign nations. 
We must work as one nation in using the discoveries 
of science and the development of industry for one 
common purpose. Now we are disorganized and 
represent the mob as compared to a trained army. 
This has been the result of national legislation which 
is antagonistic to business and that is the thing I 
want to call your attention to as business men. Laws 
are placed on the statute books every year affecting 
your business and mine by men not fundamentally 
interested in what is actually needed. They are 
interested in holding their office and doing that which 
they think will give them a sufficient number of votes 
to send them back. Legislation goes through because 
Samuel Gompers sits on the top of the ballot box, 
and not because the delegates feel that they can 
exercise their best judgment and continue to hold 
office. 

Eliminating Economic Waste 

“TI would like to re-emphasize to the business men 
of the United States that we are going to face an 
industrial war; that we should now prepare for it; 
and that we should now enact laws that will take 
into consideration not only capital, not only labor, 
but the public as well. We have three distinct inter- 
ests to care for. The public is first to be considered; 
next is capital and labor and the relation of each to 
the other. I believe we ought to come to a point 
where strikes and lockouts will be things of the past. 
There can be neither without putting the cost on the 
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public. There is an industrial waste that should be 
conserved and legislation should see to it that the 
benefits that are derived through the conservation of 
resources and the development of science and in- 
dustry are to go not simply to the capitalists, but to 
the whole American people.” 


How to Mark Shoes 


““How to Mark Shoes,’ the next subject, was 
graphically treated by Secretary A. H. Geuting of 
the National Association, behind whom were hung 
a number of charts setting forth in percentages the 
various costs that should be figured into the selling 
of shoes at retail. These charts are reproduced else- 
where. In dealing with the subject of costs, Mr. 
Geuting referred to the system of accounting pre- 
pared by the Federal Trade Commission, Washing- 
ton, D.C., providing a cost keeping system for a 
retail business, as evidence of the appreciation by 
the National Government of the importance of the 
business generally of retailing being placed on a 
sound basis through a knowledge of costs. It has 
been estimated that more than 85 per cent of the men 
in retail business throughout the United States do 
not know costs. But this is a condition which is 
getting serious attention in all quarters, and one 
which we hope the near future will see eliminated 
entirely in the retailing of shoes. Mr. Geuting then 
referred to the following charts: 


SELLING EXPENSES OF $100,000 BUSINESS 


Cost Per cent 
Allowances, Telephone, 
Telegraph, Decorations, 
Traveling Expenses, Do- 
nations, Heat and Light, 
Postage, Taxes, Repairs, 
Supplies, Petty Expense, 
Insurance, Express and 


Deliveries.............. GENERAL $2,000 2% 
i SBE Sil oars td dicate, eweMgede TE wwjaleereie's 4,000 4% 
EE ee Pe 3,000 3% 
I oF. 5.625 case asin. or 8 Poke Bae AG 0 5/8 aw de 2,000 2% 
Clerks, Office and Miscel- 

SERS SS ree SALARIES 7,000 7% 
MANAGER 3,000 3% 

Stock, Accounts and 


Fixtures............. DEPRECIATION 4,000 4% 


} 25% 

‘Most people figure charging up 10 to 15 per cent 
for depreciation and repairs of fixtures thus permit- 
ing them to renew without any burden the interior 
of the store every ten years or thereabouts. 


$25,000 


‘As for rent if you get by on a 4 per cent basis you . 


are doing very well, and I think if your rent is lower 
than that you should charge your business 4 per cent. 
“Tf you are borrowing money, or if you are using 
your Own money you ought to charge it up just the 
same, and I believe 2 per cent is a reasonable figure. 
“‘When you mark a profit on a shoe of say 50 per 
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cent gross it does not follow that you get that per- 
centage, for in the end you may sell at that price 
twenty pairs less than you counted on, which have to 
be disposed of at a reduction or carried over and 
depreciated. When stock is taken it is usually not 
up to the book inventory and you should, therefore, 
figure that. 

“If you figure your profits on the cost price you 
must figure your expenses on the cost price. If you 
use the selling price as a basis for one it must also 
be the basis for the other.”’ 

Reference was then made to the following chart: 


THIRTY PER CENT SELLING EXPENSE 


OT ee OTe ce CPE EY ee 5% 
atu ekg Sal vin bid aoe Fer leee Aube os rainara ae 5% 
IE, 55 sano 4 07 otis a pveteraen Siateniasha ne oubvsabR 3% 
SSE ee ee Plt eer ere re cre 2% 
MN ss on Sty Sons's ik kal aa RTS a A Sic len 8% 
MN ES 55S 65 Aad Ske ag canes slack 3% 
Ne es ere ree 4% 
30% 

30% plus 10%...... 40% 

$1.00—40% .......... 60c 


“T may say here that in the larger centers business 
is done on a 30 per cent cost more often than on a 
25 per cent basis. 

““Now in selling goods you ought to mark them at 
least 10 per cent above your cost, making 40 per cent 
to cover expenses and profits. Therefore, if this 
merchant bought shoes at 60 cents and sold them at 
$1.00 he would get out all right. If he sold them at 
90 cents he would be just making his expenses. 

“The cost is decided by 60 per cent of the selling 
price.” 

Mr. Geuting next pointed to a third chart as 


follows: 
HOW TO MARK SHOES 


IN 5.55 ah co bs desk who T RG 25% 

WUE 60.5 5 Cocca h oa pioupre ts lesey Eee 10% 35% 

ios ik ei eee 65% 

Ry 8 ows Saseoee oe MERE RA Seis $1.64 
1.60 3.30 
2.25 3.46 
3.50 5.40 
6.00 9.25 


From the above you will see that whatever you buy 
at 65 cents you must sell at $1.00 if it costs you 25 
per cent to do business and you add a 10 per cent 
profit. 

“The rock bottom on which you should build your 
business is not to go below these figures after you have 
determined your costs and percentage of profit. 


The Wrong Way to Figure 


“The man thinking he is making a profit on shoes 
costing say $1.00 by selling them at $1.35 on a basis 
of 25 per cent cost and 10 per cent profit is not mak- 
ing what he figures at all. In order to do that the 
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shoes should have been marked at $1.54 as a mini- 
mum, and should never be sold for less. 

“These charges have been made up from very 
careful study and an average taken from a great 
many stores. 

“In the case of the $6.00 figure in this table this 
would represent a novelty shoe, for which you would 
have to get pretty near double the cost because the 
shrinkage is greater. Therefore, I believe you should 
charge not only the $9.25 but $11.00 or $12.00 to be 
properly safeguarded. 

“These figures are fair to everybody and if you 
want to be a respected, first-class merchant you have 
got to know your costs and make proper profit and 
if you do not do that Asosication work will not do 
you any good. You must act on the knowledge and 
inspiration you get from that work.” 


Present-day Merchandising 


Tuesday afternoon’s session opened with an address 
by E. A. Tobey of Kaufman & Baer Co., Pittsburgh, 
Pa., under the head of ‘Merchandising Under the 
Present-Day Abnormal Conditions.” 

The following summary of Mr. Tobey’s talk is 
presented for the perusal of the busy merchant. 


MERCHANDISING UNDER PRESENT-DAY 
ABNORMAL CONDITIONS 


There is probably a wide difference between the 


plan of merchandising which might well affect the 
retailer who has his own exclusive store and the 
merchandising plan as applied to the department- 
store shoe section. These differences need not be 
gone into at this time. There are enough points in 
common, in fact, most points are in common as they 
arrange themselves for our consideration. 
On the basis of interrogation, we would naturally 
ask : 
Is large advance buying wise? 
Will shoes be higher? 
Will there be leather shoes, and if not, 
what then? 
Will the prices of shoes drop if the war 
ends? 
and all sorts of questions of this nature, each of which, 
I may guess aright—none of which I can be surer of 
answering than you except by personal investigation 
and the conclusions derived from such research. 


Buy Now—and Some More Tomorrow 

From the beginning of the upward leather trend 
there has been much criticism of tanner, maker, and 
of merchant. The old “Sure before you start’ plan 
of the shoe manufacturer had to be revised because 
the tanner with a big “T’’ had a new higher price 
each day for his leather. Stocks had to be bought 
before shoes were sold. Merchants again had to re- 
construct their plans. The buying for each season a 
long while in advance gradually gave way to the 
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“Buy now and buy some more tomorrow” plan. 
Now, new style on new style, new colors without end, 
and many new patterns were some of the changes 
which kept the retailer jumping. The new ones were 
not always good ones either. The wear for a long time 
expected by the customer could not be promised in 
the new sorts of shoes. | 

All these familiar difficulties together made us 
think hard and to my mind it is high time to see that 
no one set of men dictate the policy of or control the 
shoe situation, be they tanner, maker or dealer. We 
should work more in harmony; more in terms of men; 
a closer understanding of the facts underlying the 
necessities of each set of men and the willingness of 
each set of men to meet the other half way will make 
the present-day merchandising easier. 


The Quickening Impulse of Business 


What wonderful chances for merchandise results 
are ours now with the quickening effect of the war— 
the limp business patient with the doctor’s oxygen 
and salt solution pumped into his veins has been 
made a jumping jack. 

Leading business men used to the careful weighing 
of words and situations do not hesitate to say that 
this country is as near to being bomb-proof from 
depressions which have affected us in the past as at 
any time in our history. 


Find Out How Shoes are Made 


The wonderful adaptability of our manufacturers 
in meeting prices by new business methods and new 
economies has pretty well been demonstrated. Price 
movements have occurred in great impulses and 
rushes, but always with the upward trend. Each 
succeeding purchase seems too high and each bill for 
merchandise as received and checked makes you 
proud of your business judgment. I do not believe 
we have seen the top by a long way as yet. Be pru- 
dent as to style purchase. Be liberal when only price 
is involved. Go to the market if you can. By that 
I distinctly do not mean go to Boston, or New York, - 
or Philadelphia, or Brooklyn, or St. Louis, or Cin- 
cincinnati, or Rochester. Call as a visitor on the 
maker whe is your present resource only, but get 
among them. Be loyal to lines you have used, but 
let them know you are only keeping company and that 
the wedding has not yet taken place. Find how 
shoes are made. I am not advising you to learn the 
trade, but clear your shoe vision on that point; know 
for your own sake and for the sake of fairness to the 
man who makes your shoes how the trick is done. 
Ask questions. Match up facts, and know for sure 
what you have always been somewhat not sure of. 

Improvements in the method of shoe production 
have been brought about; greater and keener shoe 
economies have’ been practiced in the past two years. 
These efforts of our makers will be appreciated in the 
light of our research. The almost startling rapid 
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increase of selling expense has been a problem which 
can only be solved by the making of additional profits 
or the case of dealers in large centers,.also by a largely 
increased volume—the last method being not so 
sure or so easy a way, and be sure business is not a 
mere matter of chance. The relation of cause and 
effect is everywhere to be found. We are all alert 
and anxious to make profits. 


No Early Price Relief 


Raw material sources have been urged for a supply 
of more and more material and the supply has been 
shortened more and more every day for nearly three 
years now and in a great degree. Can you not see, 
therefore, that there can be no price relief for a long 
time. There are tales afloat of the storehouses of 
leather being held for speculation. This I do not 
believe. There may be some effort along this line 
from some sources, but I feel sure/we are up against a 
genuine—and while present conditions exist—a_ per- 
manent shortage of leather. 

Then again there is for the dealer the danger of 
over-purchase, and make no mistake it is no light 
danger. Of the failures reported in the last three 
months a very large percentage of them were directly 
due to reckless over-buying. 

One of the largest shoe manufacturers sent their 
trade a letter this month with this watchword ‘‘Do 
Not Speculate.”’ That pretty well sums up the sub- 
ject. Liberal purchases for your needs are quite a 
different thing and we all must have sufficiently large 
stocks to make doing our maximum business possible. 

This was followed by a lively and interesting dis- 
cussion of profits from the various viewpoints by 
merchants in attendance. 

Next followed perhaps the greatest feature of the 
convention—the Syle Show—introducing on living 
models the most notable trends of style in costumes 
and footwear and the relation of each to the other, 
under the direction of the Editor of the “Boot and 
Shoe Recorder,” who supplemented the demonstra- 
tion with an epitome of style trends and the reasons 
therefor. The feature proved of interest not only to 
the shoe merchants present, but to the fashion-loving 
public, through the representation by camera men of 
Philadelphia’s newspapers, national press photo serv- 
ices, and the motion-picture companies. This address 
will be presented with illustrations in next week’s 
issue. 

Following the style show, which brought together 
the greatest gathering of the convention, came the 
reports of the Resolutions Committee, consisting of 
Messrs. A. H. Geuting (Chairman), Louis Eckert, 
C. J. Mensch, Lee Rheinberg and H. P. Hartley, and 
the Nominating Committee consisting of Messrs. 
Forster (Chairman), Allen, C. O. Hoffman and A. J. 
Schmidt, which were accepted. 

With its work completed, the convention ad- 
journed, to reassemble, a full three hundred strong, 
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at the annual banquet at the Bellevue Stratford. 
With President A. A. Lazarus of Pittsburgh presiding. 
and National President A. C. McGowin as toast- 
master; with just such a banquet as Philadelphia is 
noted for; with ‘“‘The Association Idea”’ treated in a 
brilliant after-dinner speech by Barcley J. Doyle, 








COSTUME FOOTWEAR .. 


As Sports loom up conspicuously on the horizon of the 

coming seasons we note a tendency towards striking 

effects in geometric and colored designs in cloth 
in both dress and footwear. 





_ Vice-President of the World’s Salesmanship Congress, 


and the address by Rev. Alexander McColl, D. D., 
of Philadelphia on “Big Business and the Bigger 
Business,”’ there came to a close a convention notable 
for the quality and the potential value of its work. 
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Pittsburghers Meet to Discuss Fab- 
rics and Relationship to Cloth 


The Pittsburgh Shoe Retailers’ Association held 
their monthly meeting, Thursday evening, February 
15th, at the Rosenbaum Company. 

M. Rothschild, president of the Rosenbaum Com- 
pany gave a very interesting talk on ‘‘Justice.’”’ He 
said in part, “that every railroad in the United States 
was suffering from the lack of capital, and that the 
railroads were being annoyed by forty-eight different 
little men, and that these forty-eight little men were 
the forty-eight states composing the United States, 
and each in turn had a government of its own for the 
railroad in its respective state—this is not justice— 
he said he believed the laws governing one state re- 
garding the railroads should govern the balance of 
the states and that they should be governed from one 
source, and that should be the United States.” 

He also spoke of the new Novelty Boots for 1917 
and advised the shoe men to cut out the loud and 
crazy styles and be conservative in all their purchases, 
which the shoe men considered as sound advice. 


The Situation in Rubber 


W. L. Stewart of Stewart Bros. & Company, dis- 
cussed the rubber situation for 1917. He said the 
increase of the cost of rubbers was mainly due to 
the labor situation, in that it was difficult to obtain 
labor capable of making rubbers. He said that a 
couple of years ago they paid 50 cents more per day 
for making tennis shoes than rubbers, today vice 
versa, 50 cents more for making rubbers than tennis 
shoes. He further stated that all rubber stocks were 
in a depleted condition and while his factory had 
been exporting on an average of sixty thousand cases 
per annum, for the season of 1917 the export ship- 
ments has been reduced to ten thousand cases due 
to the rubber shortage caused by labor conditions. 
He advised all shoe men to buy heavily, place their 
orders at once, have their rubber stock shipped at 
once, take advantage of all discounts even though 
they had to borrow money to pursue this course. His 
advice was considered timely and wise by those 
present. 

Care in Selection of Fabrics 


P. W. Hamilton of the Rosenbaum Company, and 
host of the evening, has on display a special exhibit of 
novelty boots, showing the possibility of the many 
new fabrics specially adapted to footwear, also sub- 
stitutes that may enter into the construction of Fall 
shoes. He said the retailer would experience hard- 
ships in the sale of these new fabrics this season, due 
to the non-experience the manufacturers have had in 
making them, giving as his reason the hardships the 
retailer experiencéd when velvet shoes were first 
introduced. 

E. A. Tobey of the Kaufman & Baer Company, 
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and A. W. Verner of the C. A. Verner Company 
were of the same opinion that white kid would be one 
of the leading styles for 1917, and that caution should 
be used in the purchase of fabrics without due regard 
to their place in the harmony of the dress. 

E. A. Tobey and A. M. Bibro were appointed as a 
committee to secure a charter for this organization. 

Instead of having the regular annual stag banquet 
this year it was decided to have something in which 
the ladies could also take part, and arrangements are 
now in process for this occasion, which will be held 
the last Thursday in March, at the “Pines,” an 
attractive and up-to-date resort, about fifteen miles 
from Pittsburgh. Transportation will be made in 
automobiles furnished by members of the organization. 
Dinner will be served, after which, dancing will be in 
order. 


Madras Hide and Skin Exporters 
Petition Government 


United States Consul Lucien Memminger, at 
Madras, India, sends the following excerpt on the 
difficulties of the Madras shippers consequent upon 
the prohibition to export skins which appeared in a 
local publication: 


With reference to the notification of the Government of 
India prohibiting the export of tanned sheep and goat skins 
to all destinations except the United Kingdom, the Periayamet 
Jamet, comprising the tanners, merchants, and shippers of 
Madras, through their president, moved the Southern India 
Chamber of Commerce to represent to the authorities their 
present difficulties consequent on the prohibition and to secure 
for them a reasonable concession of time to enable them to 
execute existing contracts with America and Japan, as the 
goods against those orders have been prepared to suit the 
special requirements of those markets. A meeting of the skins 
shipping members of the Chamber was held, and the following 
telegraphic representation was made to the Government of 
India: 

“Present stock skins already tanned and in process tanning 
and transit to tanneries are so large as would require at least 
three months to work off. Individual merchants have furnished 
collector of customs the quantity under contract not shipped. 
Chamber prays permission be granted not only to complete 
commitments but also to ship other goods in stock and process 
tanning, as these goods have been purchased at very high cost 
and especially prepared to suit American and Japanese markets 
and will not suit United Kingdom market.” 


The Southern India Chamber of Commerce re- 
ferred to is an organization composed of native 
merchants. 


Shark-Skin Leather 


The interest that has been aroused by efforts to 
establish a wider utilization of the skins of sharks in 
the manufacture of leather has resulted in the receipt 
of a large number of letters by the United States 
Bureau of Fisheries from persons and firms connected 
with the leather trade or industry. 

Much work was done by the Bureau .during the 
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past two months. At present it has on hand about 
100 small shark skins and 50 large ones. Many of 
these were shipped from Seattle. About 20 com- 
munications have been received expressing a desire 
to experiment with this product and the raw material 
will be supplied as far as possible. Manufacturers 
and brokers have been advised of possible sources of 
supply and an effort made to interest fishermen in 
this fishery. 

In December 11,600 pounds of hides from Alaska 
were landed at Puget Sound ports, and advices from 
Nicaragua state that a practically inexhaustible 
supply may be obtained from that country. Tanned 
skins from a number of persons are being received. 
Several small samples received appear very promising. 

The possibility of using skins of other fishes has 
not been overlooked. Skins of several species have 
been ordered for experimentation and will be supplied 
to tanners when received. 


Hearing on Rate Case 


Protest on Proposed Freight Rates to Southeastern 
Points 


The hearing in the Southeastern Freight Rate Case, in which 
the New England Shoe and Leather Association was joined 
with the Boston Chamber of Commerce and other New England 
organizations, which was held in Boston before an Examiner 
of the Interstate Commerce Commission last week, was con- 
cluded February 15. Counsel for the organizations protesting 
against this discriminatory increase in rates from New England 
to the Southeast, which went into effect January 1, 1916, put in 
a strong case fortified by some 20 witnesses, these including the 
Secretary of the New England Shoe and Leather Association 
and the Secretary of the Lynn Chamber of Commerce. It was 
brought out that the former parity of rates, applying equally 
to New England, Brooklyn, New York City, Newark and Phila- 
delphia manufacturers of shoes and other commodities, had 
been in existence for nearly 50 years, and it was also shown 
that annual shipments by individual New England manu- 
facturers to the affected territory range from a few thousand 
dollars to one million dollars in value. 

It is the belief of W. H. Chandler, Chairman of the Executive 
Committee of the protesting organizations, that the carriers, 
who were strongly represented at the hearing, did not refute 
any of our testimony, but that they did contradict what they 
set up in the collateral Atlanta case and attempted to justify 
the increase from Boston solely on the question of the additional 
service. 

Counsel for the protestants will make application this week 
for a continued hearing in Washington at the convenience of 
the Commission. 


Late Chicago Notes 
The Opposite Side of Cloth 


F. E. Foster, of the Foster Shoe Store announces that his 
store will carry no cloth-top shoes. This store handles high- 
grade women’s and children’s footwear, and believes that the 
demand for high-grade shoes calls for kid, calf or suede-leather 
tops. Manager Orth points out that when a shoe is brought on 
the market with the idea of saving the purchaser money, that it 
will never stay in the better grades in which the element of style 
and clever shoe making is of greater value than the sole idea of 
price, or how cheap the shoe can be bought. 
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Big Canadian Buyer in Chicago 


C. F. Rannard, Buyer and Manager of the Rannard Shoe 
Company, Ltd., Winnipeg, Canada, was visiting the Chicago 
market last week. Mr. Rannard now operates three store., 
the first of which was opened in 1903, the second in 1910, and the 
third one in 1913. Each store covers a separate and distinct 
line of merchandise according to grades. One store featu es 
cheap shoes in men’s, women’s and children’s and in men’s 
work shoes; another features medium-price footwear; and the 
third caters to high-grade trade only. In referring to his busi- 
ness, Mr. Rannard points out the value to which the “Boot & 
Shoe Recorder’’ has been to him, suggesting ways and means 
of improving his business, and how best to improve a service 


Merchandising in Milwaukee 








When the old Brouwer store was burned the incident served only 
as inspiration to construct one of the country’s really notable 
stores. The sign work, the concave windows and the baseboard 
displays are auguries of the further development of ideas within 








which the public expects today from first-class stores. In his 
opinion, the progressive shoe merchant should always read a 
publication like the “Recorder,” as it is the biggest help he can 
get for building a successful shoe business. 


Shortage of Coal at Plant 


The Weinbrenner Shoe Co. Branch Line Beaver Dam, Wis- 
consin, was forced to close its plant recently on account of 
coal famine, which resulted from the railroad tie-up due to the 
severe cold weather. Beaver Dam was cut off from railroad 
communication for 27 hours in one stretch, February 6th. Every 
service had been suspended since the Thursday preceding. 
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The Leather Market e ¢ 


¢ ¢ + 


Business is but moderate in the East although 
there seems to be more doing in the West. As a rule, 
in the former section, the policy seems to’ be to pur- 
chase but little, and that for immediate needs. Many 
manufacturers have been following this practice ever 
since last Fall and have on hand about all they re- 
quire for the orders they have booked. It is not 
expected that business will be greatly improved be- 
tween now and the middle of March, after which 
time there is a probability that the salesmen will 
start out and the condition of business will depend 
very largely upon the amount and kind of orders 
which these salesmen will send in. 

As regards prices it is needless to say that supply 
and demand will regulate them, and unless there is 
an immense demand for army shoes, either for our 
own country or for somé! of the" foreign nations, no 
great changes in today’s prices ate probable « .: 


Sole ‘Leather “4 


e.. 

Prices are held very high in all qualities. ‘af. sole 
leather and rumors ‘of large sales to foreign, 
ments continue current, There is fo doubt ' t the 
big order for Russia, amounting to bet weet. $10,000;- 
000 and $12,000,000 will go through as ‘S@oif as ar- 
rangements for payment shall have begn a. made. 
Possibly the deal will have been consummated ‘before 
this page gets into print. There are also some sales 
outside of this which figure well up into the hundreds 
of thousands of dollars. Such sales and rumors of 
sales are sufficient to hold prices up to the same high 
level of previous weeks and we note no special change 
in quotations. No. 1 dry hide hemlock is still quoted 
at 57c. to 58c., No. 2 dry hide hemlock at 55 to 56c., 
No. 3 dry hide hemlock at 53c. 

Many dealers are sold ahead and are making“ deals 
as fast as the sides are received but the freight em- 
bargo is affecting this to a marked extent. Union 
sole also shows delay in delivery, which is incon- 
veniencing some of the leading houses. Sole cutters 
are showing more interest and purchases are more 
liberal. All this is having its effect in keeping prices 
up to quotations. Light backs continue to sell at 
85c. and heavy and medium backs 78 to 82c. Oak 
sole is scarce and receipts are far below normal. No. 1 
scoured bends are sold as high as 96 to 97c., and best 
backs 86 to 87c. The best oak for fine shoe repairing 
is selling as high as $1.20 for light weight, and $1.05 
for heavy weights. Belting butts are scarce. It is 
said that one buyer in the market for a very large 
supply could find but few for sale even though he 
offered a good price for them. Quotations run at 
90 to 92c. for light weights, and 89 to 90c. for heavy. 


Upper Leather 


The upper leather market is rather neglected and 
dealers are holding firmly to prices with a decided 


“could not continue. 


with prices strong as ever. 
‘sell at from 56 to 60c., the best grades of black retail- 
“ing at 40 to 55c. according to weight and quality. 
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inclination to hold leather rather than force sales, 
believing that prices must advance. In fact, in some 
leathers the advance has already come. It is stated 
that the embargo has had a balancing effect. Those 
who have bought for export now seem willing to sell 
rather than to run the risk of shipping, and this 
tends to keep prices from greatly advancing. In 
spite of this, however, some large export sales have 
been reported during the week. Calf leathers are 
higher. Evidently the low price of a few weeks ago 
Stocks are not large and some 
of the finer grades are almost out of the market. 
There is a better demand for colored calf, which 
is selling at 65 to 70c.’ Black calf grades from 60c. 
down. 

Some large sales of side leather are reported 
Colored chrome sides 


Some chrome tan splits are being sold, which make 
up nicely into shoes of the lower grades. “Wax splits 
continue to show an export demand and supplies are 
not large. Patent colt and kid in only moderate call, 
and sold ahead. Patent sides have sold well during 
the past two weeks, some dealers reporting sales into 
the thousands of sides. One manufacturer is re- 
ported to have bought over 15,000 sides, Glazed kid 
is in only moderate demand, buyers having reported 
showing less business on account of the recent 
embargo. 
Hides 


As a rule, business conditions are quiet. Tanners 
are supposed to have stocked up on the better qualities 
early in the season, and are refusing to purchase 
extensively of the present long-haired take-off. New 
England hides continue scarce and high. Ohio coun- 
try hides show no special change since last week, 
No. 1 buffs being quoted at 22 to 24c., and extremes, 
27c. for No. 1. The southern hide market is quiet 
with far points quoted at 23 to 24c. and the more 
northern $c. higher. 

The Chicago packer hide market shows up per- 
haps a little better than a week ago, but no great 
activity is reported. Not enough business has been 
done to warrant any change in' quotations since our 
last report. Native steers reported at 3lc. for all 
weights. Native cows are now quoted at 29 to 30c. 
and Texas steers 3lc. for heavies and 304c. for lights 
and extremes. 

The Chicago calfskin market shows up somewhat 
firmer, though no great amount of business is re- 
ported. The best Chicago cities are held at 38c. 
and outside cities 36 to 37c. In the New York City 
calfskin market one or two large transactions are 
reported, but prices not given. Asking prices today 
are on a basis of $4.00, $4.50 and $5.00. 
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Notable 
Store Interiors 


This shows part of 
the fourth floor sales- 
room of R. H. Fyfe 
& Co., Detroit, look- 
ing towards the ele- 
vator entrance. This 
is a leading example 
of the departmental- 
izing of stock on the 
various floors 
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How to Treat the Customer 


Tips to Small Town---and Big Town---Salesmen, Based on Observation 
and Experience : 


eae SUBSCRIBER asked that a little 
; ¥2 something be dished up relative to 
~ vs the habit of some small town sales- 
>} ((G) men calling a customer by first or 
v y nickname. 
YROSENSO) = There used to be a shoe store sales- 
man in our town who said ‘‘Good 
morning” to everybody that came in in the forenoon. 
After dinner it was ‘“‘Good afternoon.” After supper, 
““Good evening.” 

When a man’s name was as well known to him as 
his pet cat’s he would pass out the good-so-and-so 
salutation and never once say “Mr. Smith” or “Mr. 
Jones” to his man. 

It was courtesy, yes, but— 

We all know what an extra feel it gives us to hear 
a clerk greet us by name and dot our ‘“‘Mr. Smith” 
into his sales conversation every little way. 

Way back in the hazy long ago when we were kids, 
everybody called us “Bill” or “‘kid.’”’ Some of the 
grownups said ‘Howdy, bub.” We weren’t any- 
body. Belonged to a general bunch of town 
youngsters. 

After a spell and we got taller we went off to the 
city. Folks then began to say ‘““Mr. Smith” and talk 
“Mr. Smith” this and that to us. If felt good. We 
were important somebodies. We had at last 
graduated. 





The Psychology of Deference 


Somehow we felt that ‘““Mr. Smith” gave us a new 
kind of weightiness and repute. Smacked more of 
solid business, too. Kind of lifted us up out of the 
commonplace and set us on a pedestal denoting our 
bigness and dignity and it seemed to imply that our 
judgment was worth something. 

The familiarity dope may not always breed con- 
tempt. It does breed commonplaces and trivialities. 
Makes it a sort of family affair and so takes out that 
much broad world bigness, so to speak. When we 
seek heavy business advice we go outside the family 
circle for it. Familiarity seems to deny it to us. Famil- 
iarity isn’t quite hard-headed enough. When father 
says ‘‘Willie’ and hands us advice we add a bit of 
water to his judgment. When another man says 
‘““Mr. Smith” we listen better and confide. 


How It Works Elsewhere 


A block from where we polish the proboscis on the 
grindstone eight hours per and nothing for over- 
time, is a drug store that sells cigars. 

We dropped in one day for a Punkerino and the 
clerk said, ‘“‘“Good morning, what brand please?’ 
We went back another day and he said ‘Good 
morning.” 

All of a sudden he began to say “Mr. Smith.” It 
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Time flies and with it disappear many old-time 
door was called a real bid for real business a hundred 
was then counted a vital part of the business game, 
in the paper “John Jones, Men’s Shoes,” like the sign 
then—most vital thing of all—the Reasons Why a Man 

1917 finds advertising the most potent factor of all 
of the shoe store. The year finds, too, that the most 
cuts that “‘cut ice’’—cuts that cost little and do much 








Editorial 


For Your Store 





This is a store of action! Hesi- 
tation is a bug-bear and bug-a- 
boo! Waiting creates—nothing! 
Timidity leads to distrust. On- 
ward and upward is the slogan 
here. Indecision and inaction are 
the thieves of time. 

We try to make each day a 
Day of Accomplishment in this 
store and to advance steadily by 
stelving diligently. We are alert 
to please and keen to avoid mis- 
representation because when Dis- 
trust comes over the threshold 
Confidence flies out of the door. 
This is a Store of Action Anzious 


to Serve. 





No. 228. 25c. 
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Service 
’ 

and Comfort 

Our shoes for the working man 
work hard and faithfully to fulfil New Thoughts 
his oe of a. — = 
comfort. Strong and pliable wit 
heavy sole to bear the heavy bur- In New Shoes 
dens of the working day. : 

Warranted from sole to upper, The important part played by 
top to toe. In them is the full a woman’s foot in out-door sports 
round dollars’ worth of §satis- this Spring, demands a very keen 
faction for every dollar the work- aemarony in selection. She must 
ing man spends for them. $5 a ave an authentic line of new 


pair in calf or tan. lasts to pick from or —be wrong! 
The ideas should be distinctive 
rather than flashy or extreme. 











“Show me her shoes and I will 














tell you what she is” one wordly- 
wise woman recently remarked 
on the links. 


The ‘‘Sport’’ Ideals 


For golfing, tennis or walking, 
the smartest sport shoes have 
now hecome more noticeably 
elaborate with novel features 
than ever before. 

The low heel has come into it’s 
own again, with refinement in 
every line in the last. White is 
the thing for Spring. And novelty 
holds first place. Ready at 
$6.50 a pair with new thoughts 
in new shoes for all out-door - 
sports. 











Insert Your Store Name Here 

















No. 229, 25c. 





Be Sure to REMIT WITH ORDER and Avoid Delay 
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business customs. Hanging out a sign over the front 
years ago and waiting for trade to come to the store 
Time flies! Followed soon the little business card 


Sign fover the door. Then came short descriptions. And 

Man §Should Buy. 

: b in the business uplift of the retail store—and especially 
8 


successful advertisers pick the most successful cuts— 
—‘Boot and Shoe Recorder’? Cuts at 25 cents each. 
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No. 231, 25c. 





No. 230, 25c. 


The Man of the Hour! 


To the well-dressed man who knows that his appearance counts, 
right shoes appeal for right looks—shoes which distinguish without 
attracting the wrong kind of attention. 

Spring shoes with the smart and springy step of youth in all 
their lines are ready for the man who knows and shows that he knows. 

Dark, rich Cordovan calf boots, cloth top boots, black, tan 
styles and staples, and other features of the hour for the Man 
of the Hour. $6 and $7.50 a pair. 


Distinguished 


Common and ordinary, or ex- 
clusive and _ distinctive—which 
combination of style and effect will 
you choose, lady, in your Spring 
shoes this year? Refinement and 
delicacy, we venture to say. 

Fine footwear for the new 
season is featured fearlessly here 
—it is not grotesque nor over- 
done but always in good taste. 
Low shoes and pumps for Spring 
make their first graceful bow at 
$7.50 and $10 a pair. 





Insert Your Store Name Here 


























Shoe Store Stunts 


No. 58.—Window Sign No. 60.—Cinderella Contest 


No. 59.—Good Shoe Points 














CINDERELLA 
GOOD POINTS asta x) 
IN 
| BLANKS SHOES fy f 4 
a een 


























A bronze or electro plated sign about 





By pasting at the top of a mimeo- 
graphed letter a few pins cut from the 
pin package, you can forcibly call atten- 
tion to the good points of your footwear. 

If you speak of five selling points, be 
sure and have five pins pasted at the 
top of the letter. 

The catch phrase at the top of this 
letter should read something similar to 
the following: 

“The Good Points of Blank’s Shoes.” 


six inches in height and length to ac- 
commodate the store name, is an excel- 
lent thing to place on a 45-degree angle 
in each show window. 


It is most advisable to place the 
name of the store in each window, so 
that the passerby will know the name 
of the store the display represents. 


The Cinderella contest placed by your 
store will create unusual attention and 
favorable publicity. 

First outline an unusual lady’s foot 
on a mage placard and advise that the 
person whose foot comes nearest to fitting 
the illustrated outline will receive as a 
prize a new pair of shoes. 

Good use can be made of the various 
outlines that are submitted by writing 
each person a letter telling shout the 
fitting qualities of the footwear you 
have in your stock. 


Accounts Cannot Be Opened for These Nominal Amounts 
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In C. & R. slippers and : 
boots for women you will : 
see the popular and salable : 
features that count for big- : 
ger sales and larger retail : 
profits. We have a strong : 
organization, constantly : 








Boston Office, 89 Bedford Street 


planning to give the trade 
something more in style 
and quality at an inviting 
price. Let’s get ac- 
quainted. 





CHESLEY & RUGG 


Men’s and Women’s Turn Slippers 


HAVERHILL : : 


New York Office: W. B. Wynns, Marbridge Bldg., 34th and Broadway 


MASS. 
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Notable 
Store Interiors 


The slipper room of 
Fyfe’s Detroit store 
is another example of 
that specialization so 
desirable in securing 
the best atmosphere 
in high-grade mer- 
chandising 




















sounded better. It warmed us. He was looking upon 
us as a somebody. 

One day not long ago he told us about a brand just 
in and it sounded something this wise, “‘I would like 
to show you what we call a good smoke, Mr. Smith. 
You’ve smoked those Punkerinos for a long time and 
you know how the same same cigar sometimes gets to 
tasting insipid after awhile. Probably you haven’t 
noticed that in a Punkerino, but here is a new cigar 
1 think you will enjoy. Try one, Mr. Smith, and tell 
us what you think of it.” 

It sounded businesslike. He appeared to realize he 
was talking to a somebody. There was no “‘famil- 
iarity” in him. It wasn’t a family nor old town affair. 
The new cigar was to stand on its own pedals. No 
favors in the deal at all. No “Bill” nor “Bud” nor 
“Bo.” Simply straightforward “‘Mr. Smith” and 
straight cigar worthiness. The thing was reduced to 
solid disinterestedness except for cigar quality, pure 
and simple. 

He Kept His Ears Open 


Moreover, what made the thing more interesting 
was how, in the world, that clerk had gotten onto our 
right name. It put a kind of mystery into our head 
and made it appeal to us every time we wanted a 
smoke downtown after that. 

The mystery is cleared up now. We had gone in 
there one time and an acquaintance standing near 
the showcase passed the time of day to us. The clerk 
asked him who we were. Made it his policy to learn 
the name of every last customer. 


Too Much Air in Carburetor 


In a shoe store in a small town a salesman doesn’t 
need to find out from others who we are. That isn’t 
the point, however. The point is we are too often 
called “Doc,” “Skid,” “Bill.” 

Nobody is going to take offense, no. Neither is that 
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the point. The point is, he isn’t lifted out of his trivial 
self and appealed to in a higher business way. -Makes 
a kind of family affair of it. Isn’t put on a purely busi- 


ness basis. Familiarity enters into it and seeks to 
bend it unfairly. 


What a Customer Likes 


A shoe clerk in a store about 80 miles out of Detroit 
never thinks of calling a customer ““Mr. Smith.” 
He says “Jack’”’ or “‘Lem”’ or another nickname. 

A man in the town once told me that he didn’t ex- 
actly dote on that sort of familiarity, but didn’t know 
as he minded it at that. You see, his deeper sense told 
him he didn’t sanction it. He had to think a second 
think to partly get rid of that first deeper feel. Likely 
he would have felt ashamed to come right out about 
the way he felt. 

Showing too much familiarity toward a man sort of 
slides a sale off its businesslike foundation and softens 
it mushy, as it were. Personality and not strict busi- 
ness flavors the transaction then. Customer is, in a 
sense, reduced to a common level with clerk and his 
personally seasoned judgment not exactly appealed 
to. He really wants his superior self catered to. Likes 
to have Mr. Clerk look up to him. Likes to pose as 
Last Court and see Mr. Clerk do him a bit of rever- 
ence and recognize him as an IT. First names and 
nicknames do not foster that feel in a customer. 


**Kids Grown Up’’ 


It’s silly for a man to view it that way. We are all 
kids grown tall, that’s all. No matter how foolish 
it appears it is one of the angles of human nature a 
clerk ought to play to. 

Call a man “Bo” and he’ll feel that size. Say ‘‘Mr. 
Smith” and he’ll stretch a peg in spite of himself. 
Will feel he’s some pumpkins after all. And it is 
strikingly true when we are appealing to his business 
side in the store. 
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Olive Nubuck Top, 11-8 inch Heel, Goodyear 





Style 1488. ...... ccs cece cccecceces Price $6.00 
Wi *s Mahogany Duchess Calf 8-inch Lace, 3-4 Foxed, 
Perforated 4 =a Imitation Wing Tip, 11-8 inch Heel, 
Goodyear Welt, Piazza Last. Widths AA to D. Sizes 244 
to 7. 


Style 1490.......ccccccccccccccccecs Price $6.00 
Women’s Gun Metal Calf, 9-inch lace, 3{-foxed, preforated 
vamp and imitation wing tip. Olive Nubuck top. 16-8 inch 
leather half Louis heel, Goodyear welt, Milady last. Widths 
AA to D. Sizes 2% to 8. 


Bayle WBB...ccccccccccscccccvccese Price $6.00 
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=~ 
RD, og cndcnceeescssadeemeee Price $6.00 
Women’s Gun Metal Calf 8-inch Lace, 3-4 Foxed, Perfor ated 
Vamp and Tip, 
. Welt, Piazza Ten. Widths AA to D. Sizes 2} to 8. 
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TD BE o 6.4. 8440-060000806s400c0K0r Price $6.00 
Women’s Mahogany Calf 8-inch Lace, 3-4 Foxed, Perforated 
Vamp and Imitation Tip, Ivory Nubuck Top, 11-8 inch 
ee Welt, Piazza Last. Widths AA to D. Sizes 


Women’s White Glazed Kid, 7}4-inch lace, perforated fancy 
white kid trimmed tH 
heel, Goodyear welt, Piazza last. idths AA to D. Sizes 
24 to 7. 


Style 


Women’s Genuine White Buck, 
7%-inch 1 
white ki 


year 


Widths AA to D. Sizes 2} to 7. 


d trimmed quarter and 
wing tip, 11-8 inch leather heel, 


Big $6.00 Values 


ON OUR “PIAZZA” AND “ MILADY ” LASTS 


UICK service to Western buyers” is our 
slogan. Our location is favorable to this. 
What you want when you want it can be 
had from us. Notice the lines of the shoes 
shown here. They are easy, graceful, flow- 
ing lines that make a shoe beautiful. No 
man entering the merchandising field or in 
it can afford to ignore the unequaled values 
offered. More than twenty styles all told. 
in our novelty Boot line. Sample them. 


IMMEDIATE DELIVERIES 













arter and wing tip, 11-8 inch leather 


1422...Price $6.00 


welt, Piazza last, 


I ioe 0:6K6060dK5.06esc< cenicied Price, $6.00 
Women’s Patent 9-inch Lace, 3-4 Foxed, Perf 
and Imitation Wing ‘Tip, Havana Brown Kid. Top, 16-8 tock 


Patent Covered Half eel, Good i 
Last. Widths AA to D. Sizes 2} toa Vo Milady 


McELWAIN-BARTON SHOE CO., KANSAS CITY, MO. 
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Notable 
Store Interiors 


Interior of the new 
store of D. F. Sul- 
livan, Fall River, 
Mass., illustrating a 
development of the 
usual store arrange- 
ment to a high point 
of efficiency 




















The Essential Atmosphere 


We’ve heard shoe clerks season their sales talk by 
sprinkling in suggestive stories; not suggestive of the 
shoes, either. You know. 

It made a customer smile and openly cachinnate 
maybe. If all reports could be gathered in they would 
likely show that many a store sale has had the busi- 
ness flavor sapped out of it that way. It appears to 
go well at the time, that’s all. 

Trivialities and light persiflage do not add weight 
to a shoe sale. They surround it by a too thin at- 
mosphere. The sale is lifted off a solid basis and sent 
tottering to the music of a smile or laugh. That means 
just one thing—it means a destroying and scattering 
of customer’s concentration. 


Why the Prospect Cooled Off 


We never can tell. Some men don’t like that sort of 
thing and in a good many cases we won't find it out 
except by loss of their store visits. 

Here is an instance: 

Awhile ago we were in a man’s office and a workman 
came in to show him some lavatory plans. The two 
men seemed to be acquainted. As they talked on we 
got a kind of hunch that the temperature of the room 
had dropped about eighteen degrees. 

‘“‘What seems to be depressing you?”’ we ventured. 

“That fellow called me by my first name 
and laid his hand on my shoulder. [ don’t relish 
it.” 

He was the last man in seven worlds to suspect of 
being sensitive. But he was that. You can never 
tell. 
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The human species is all hedged about by delicate 
sensibilities and petty prejudices. They are like hor- 
nets hidden in a bush of blooming roses. You don’t 
even surmise they’re there until you blunder into them. 
Some men are seemingly as tender as Maude Adams, 
yet it would make you go some to ruffle them with an 
axe. Again, a burly, bull-neck chap will quiver in 
inward distress at touch of a hand on his shoulder or 
being called a nickname or first name. 

The safest way is to wait and watch and then, for 
safety first, call him ‘‘Mr. Smith.’ Sure, oh, sure, 
everybody for miles around knows him as ‘‘Doc.”’ 
Good! All the more chance to make a hit with 
him. 

Store Reputation at Stake 

The text this week was suggested, as said, by a 
subscriber’s letter which read in part, “I do my best to 
teach my one clerk to call a customer by his right 
name. Maybe I am an old fogy, but I believe it gets 
getter attention and consideration from a customer to 
speak to him like that.” 

Correct you are, Mr. Subscriber. That’s the main 
meat in the shell, to our notion. It makes no never- 
mind how many customers will tolerate being called 
by nickname or first name, they will perk up quicker 
and more solidlike to ““Mr. Smith.” They will feel in 
bigger and better trim to consider the sale and its 
parts. 





Subscribers, write us anything you care to. Both 
salesmen and bosses are invited to this page. It be- 
longs to you. Make this a co-operative page 
and let us have it back and forth for the mutual 
good. 
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Neolins Conquest 


Gf jattial List of Shoe Manufacturers 


Wh 













This large figure repre- 
sents the shoe-producing 
power of those Ameri- 
can manufacturers of 
leather shoes who to- 
day build Ne®lin into 
their product as com- 
pared with 
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— The shoe - producing 
power of those who do 
not employ Neédlin. 














Ashuelot Shoe Co. 

jams Bros. 
C. H. Alden Shoe Co. 
Alden, hy 4 & Wilde 
Amazeen 
M. N. Arnold ¥; Co. 
Ashb a Co. 
Josep Sreue 5 hoe Mfg. Co. 
Adams Shoe Co. 
Burley & Stevens, Inc. 
Bielefeld & Sesha os 
Badger State Shoe 
James v¥ Banister = 
T. D. Barry Co. 
Bartlett-Somers Co. 
A. 
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J. Bates & Co. 
Sea Is & Torrey Shoe Co. 
ford Shoe >. 
elleville Shoe 
\. H. Berry Shoe ‘Co. 
C. W. Bennett & Co. 
Broadwalk Shoe Co 
aes Co-op. Boot & Shoe 
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Brown Shoe Co. 
Burdett Shoe Co. 
Edwin C. Burt Co. 
E. W. Burt & Co. 
eo w. Baker 


J. Baker Co. 
Biutt City Shoe Co. 
Bray & Stanley 
J. W. Carter & C 
Geo. W. Chaplin rs Co. 
Curtis & Jones Co, 
Carlisle Shoe Co, 
Churchill & Alden Co. 

. Cogan & Son 
Columbia Shoe Co. 
Commonwealth Shoe & 


Chippewa Shoe Mig 

win C. Clapp & ne ‘Inc. 
Connolly Shoe Co. 
Craddock-Terry Co. 


B.A. Corbin e Son Co. 


Diamond Shoe Co. 

L. Douglas Shoe Co. 
Dugan & Hudson Co. 
Dunn & McCarthy 
eam Drew Co. 

. Daniels Corp. 

Daniel "Shoe Co. 
J. E. Dayton Co. 
va ley-Foss Shoe Co. 

utenhofer Sons Co. 
pow A. Eaton Co. 
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“merson Shoe Co. 
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Excelsior Shoe Co. 
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Emery- SMarshail Co. 
Ferris Shoe C 
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‘iske Shoe & Leather Co. 
Forbush Shoe Co. 

E. French Co. 

Field Bros. & Gross Co. 
Fiebrich-Fox-Hilker Shoe Co. 
Frolicher Shoe Co. 

Fred F. Field Co. 
Filsinger-Boette Shoe Co. 
french-Shriner- Urner 





%& Gotzian & Co. 


D. Gotshail Shoe Co. 


Julius Grossman, Inc. 
Gregory & Read Co. 


8. H. Howe Shoe Co. 


Haas & Berger 
Hamilton-Brown Shoe Co. 


o Are Using Nedlin 


ome & Son 
R. P. Hazzard Co. 
Heywood Shoe Mfg. S. 


Joseph ee & Co. 
Hirt hoy, 0. 
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Holland Shoe Co. 
Honesdale Union Stamp Shoe 


Co. 
Howard & Foster Co. 


Helming- -McKenzie Shoe Co. 
Herold Bertsch Shoe Co. 
International Shoe Co. 
Johansen Bros. Shoe Co. 
Johnson- —_— — Co. 


Julian & YJ ore. 
Geo. R. Jones Co. 
Kalt-Zimmers Mfg. Co. 
Keith & Pratt 








Preston B. Keith Shoe Co. 
age aa ley 

R. Kin cor. 
F. "?. Kitkendall 
Krippendorf- Dittnens’ Co. 
| o> -Fechheimer Co. 


Koerner Marsh Shoe Co. 
Knipe Bros. 


Leonard Shaw & Dean 
Lund-Mauldin Co. 
La Crosse Boot & Shoe Mfg. 
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A. M. Li Shoe Co. 
Leonara & Barrows 

Levie Shoe Co. 

L. W. Shoe Co. 

Lehigh Valley Shoe Co. 

A. Little ie. 

Linder Shoe C 

pw a A Buttles Co. 
Lunn & Sweet Shoe Co. 


Manss-Owens Shoe Co. 
Marston & Tapley Co. 
Mayer Boot & Shoe Co. 
Marathon Shoe Co. 

Marion Shoe Co. 

Milford Shoe Co. 

Monarch Shoe Co. 

W. Merriam Shoe Co. 
[he Meniham Co. 

1. Melanson & Bro. 
Millar & hey oy 3 

Miller, Hess & C 
Moore-Shafer hoe Mfg. Co. 
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C. S. Marshall e Co. 
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eCord Morton Shoe Co. 
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Morris Bros. Shoe Mfg. Co. 


A. E. Nettleton 
ewbury Shoe Co 
orthern Shoe Co. 
Nunn & Bush —_— Co. 
Neenah Shoe 
Noyes-Norman Shoe Co. 


O’Donnell Shoe Co. 
Ogden Shoe Co, 


The Pels Co. 

M. A. Packard Co. 

Perry-Norvell Co. 

Piehler Shoe Co. 

The E. - Piekenbrock Shoe 
Mfg. Co. 

Palma Shoe 

John Pilling ites Co. 
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zee Pingree Shoe Co. 
. G. toot Go. 
Pontiac Shoe M fe. C 
ortiand Shoe M S- Co. 
saac Prouty 
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The E Plant- Butler Co. 
iesmeyer Shoe Co. 

Quast Shoe Co. 
Quarryville Shoe Co. 
Racine Shoe Mfg. Co. 
Regal Shoe Co. 
Reynolds, Drake Fd +7 Co. 
Red Bud Shoe 

P. Reed &¢ Ce 
Bee & Hutchins, Inc. 


Hind ige, Kalmbs > b & Logie 


Rochester Shoe Mfg. Co. 
Roth Shoe Mfg. Co. 
Boney 3 & ‘Berger Co. 

Co. 


Rosenwasser Bros 

Red Wing Shoe Co. 
Red Seal Shoe Co. 
The Rich Shoe Co. 
Richardson Shoe Co. 
Bion F. Reynolds 
Rickard Shoe Co. 


gg = Shoe Mfg. Co. 


Schoenecker Boot & Shoe 
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Selby Shoe C 
Sheppard & Myers Co. 
Sherw Shoe Co. 
Slater & Morrill, Inc. 
G. Edwin Smith Shoe Co. 
J. P. Smith Shoe Co. 
Geo. H. Snow — 
Stacy Adams 
C, F. Stahler Shoe Co. 
Stetson Shoe Co. 
L. D. Stickles Shoe Co. 
St. Cloud Shoe Co. 
ar Strootman Shoe Co. 
Vv. Strout Shoe Co. 
Sacks Shoe Co. 
Sears-Roebuck Shoe Co. 
Selz, Schwab & Co. 
Jos. A. Schreier Shoe Co. 
Stonefield-Evans Shoe Co. 
Stover & Bean Co. 
Strout, Stritter & Co. 
N. B. Thayer & Co. 
Thayer & Osborne Shoe Co, 
Thomson-Crooker Shoe Co. 


Three K Shoe Factory 
J. E. Tilt Shoe Co. 
Thompson Shoe Co. 
Tomahawk Shoe Co 
Twi ie Shoe Co. 


pote Bros. Shoe Mfg. Co. 
Walkin Shoe Co. 
a Shoe Co. 
L. Q. White Shoe Co. 
Charles E. Wilson 
W. Warren & Co. 

William Hoyt & Co. 
Weber Bros. Shoe Co. 
. H. Weinbrenner Co, 
Whitman & Keith Co. 
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Wise & Cooper 
Wisconsin Shoe 
Witchell Sheill Se 
Wall, Streeter & ~—— 
3a 8. ~y Shoe 
aq ood & Co., Ine. 
Wirenseh Hlormens Shoe Co. 
T. Wright & Co. 
tegen a Mfg. Co. 
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G. Walton = 

Welch Shoe Co. 

Wolfram mad La 


E. Willia 
Welch. Hillsdale s fpee' - 
& W.G. 
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Williamson Shoe oa 

Wise Shaw & Feder 
Witherspoon Bros. Shoe Co 
Yost Shoe Co. 





Neolin 


Better than Leather 
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of the }Jations Sole Wear 


HEY dominate the sole-wear of this nation— 
the men and firms whose names are repre- 
sented here. Here is the aristocracy of a 
distinguished American industry—here the Honor 
Roll of those who gear a full three-quarters of the 
nation’s feet. They shoe 75,000,000 Americans 
today. They sell to those Americans 300,000,000 
pairs of shoes each year. They make more shoes 
than any similar number of men. They make better shoes. 

















And they build—remember this—they build Neolin 
Soles into millions of the shoes they make. They 
build Neolin Soles into their medium-grade shoes 
as into their best-grade shoes. 





Yet, but eighteen months ago Neolin was created! 
Yet, but a year ago, scarce twenty thousand pairs 
of Neolin Soles a day were being made! 


* * * 


soled shoes—black,white | manufacturer. 
or tan—from your own 
jobber or manufacturer with- | When you order NeGlin soled 
out delay. . shoes, be sure to insist that the 
: es edges are set, and specify 7 to8 
The production of Nedlin stitches to the inch. Their added 


Soles is now 50,000 pairsa . d " ‘ll 
, ppearance and service wil 
day. It will soon be 100,000 coal cnet vidi 


pairs a day. 


be can now get Nedlin immediate delivery to your 





po a ee Remember, Neolin is not rubber, 


tesa iaianie ee it is not leather. But it combines 
weet niga’ ‘ the advantages of both, with 
capacity will, from now on, equal 


oh mal . the dis-advantages of neither. 
the Nedlin demand — if that ts Their is no. other shoe sole 


me like NeGlin. 


So you will experience no 
delay this year in getting all 
the Nedlin soled shoes you 
want. There are NeGlin stocks 
now, not only in Akron, but 

‘ the trade symbol for a never changing 
also in Boston — ready for quality product of 


The Goodyear Tire & Rubber Company 
. Akron, Ohio | 
Neodlin 


Better than Leather aed pe rf ma 


For new shoes 
—for new soles 


Avoid imitations—to protect 
yourself, mark that mark; stamp 
it on your memory—MNedlin — 
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A Market of Millions 


The millions of readers of Labor Journals, reached each 
month by Union Stamp advertising, are looking for the 
retail stores that carry Union Stamp footwear. 


How about your store? Are you letting Union workers 
and their friends in your town know that you carry the 
shoes that they demand? By so doing you are giving 
Union workers and their friends the only Pass-Word that 
they recognize. 


The Union Stamp is a means of profit to the retailer in a shoe- 
making sense in that as a general proposition the best workmen 
are members of the Union of their craft. 


The retailer who does not care whether he has Union Stamp 
shoes or not takes the chance of loss of business and loss of 
profit through strikes which make his deliveries uncertain, 
and also through direct loss of patronage. 


The Union Stamp stands for Justice to the worker, Suc- 
cess to the manufacturer, Profit to the retailer, and Peace 
to the community. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street “9 Boston, Mass., U. S. A. 
JOHN F. TOBIN, Gen’! Pres. CHAS. L. BAINE, Gen’! Sec.-Treas. 









































Feb 24, 1917 “THE GREAT NATIONAL SHOE WEEKLY” 51 


en 
Nolad 


OCS 


To the woman of today, the fitness of footwear is an element of considerable comment. No longer 
is the same pair of shoes considered adaptable to any costume. Milady insists, when she goes out, 
that her footwear is in perfect harmony with her finery. 

The LINDNER line is built to conform to these demands, to appeal to the woman who acknowl- 
edges the necessity of effective fit, finish and harmony. The touches of conscientious care in finish 
—the notable harmony in the selection of colors and materials—the tasteful designing of each last 
and pattern—these things will appeal to you. And you can rest assured that every shoe that comes 
to you will, in every detail, be just as good as the sample you see, and so will appeal to her—Mila- 
dy—whose custom you court. 


When you view the LINDNER line you will want your customers to see it, too! And, when they 
have seen it, and have been influenced by its appeal, the line will stick. 


LINDNER SHOE COMPANY 


CARLISLE, PA. | 
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We treat every dealer 
| as we would like to be 
<plpw wm) treated. 


impossibility of 
figuring costs and 








selling prices now, i ‘ i i 
oa any saa. Due to our broad, liberal, progressive policy, 
ance of their re- our trade grows. We carry no obsolete un- 


maining fixed for 


a reasonable|_ tried or unsalable styles. What we show and 


length of time, as er : 
under normal con.| Offer dealers is right up to date “stuff.” If it’s 
obit to request | Worth while for others to do business with 


the trade to write us, isn’t it worth while for you? Orders filled 
us for prices and , 











terms. as received. 
No. 478—“*TROT’”’—IN STOCK No. ge Last 
Men’s Welt cut from Velour Calf Vamp, Mat " 
Hy sgn Sole Hs! Bape Uienc Wook ull, Gop Met Call Bal Bnd Ep, 
Made in Blucher, Bal and Button. Flange Heel, ‘Wex Bottom Finish. Sizes S 
No. 453—““SPARK”—IN STOCK No. 460—Creole Last to 1044. Widths C and D. 
Men's Gun Metal Calf, Inch Heel, 13-iron Pe... No. 369—“CREOLE”—IN STOCK 
a he ht Finings 12 Close Harvard Saige with Prick ‘NB. Tan Bal, Top Same, Duck, Lining, 12 
f Lini ‘ , Top Stitch, 11-8 inch Heel, Wax Bottom lose Harvard Edge with White Top Stitch, 
or Finish. Sizes 5 to 104. Widths B, C, D 1}4-inch Heel, Wax Bottom Finish. Sizes 
Same in Mehogany Tan . 7 es 5 to 10%. B, C and D Widths. 


Stonefield-Evans Shoe Co., Rockford, IIl., U.S.A. 


CHICACO OFFICE, 706 Security Building 





FUCCECUEGGOCCERGECGEOGGROROCGCOREOGEGGHOCHOCECGERCHOCRECREREEORROREE: 


The New Style Arctic Buckle «“SURE-LOCK”’ operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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Griffin Buck White 


The only white cleaner in the world cleaning 
all white buck and canvas shoes equal to new. 


Package contains small brush and sponge. 
3% Oz...........$11.00 Gross $0.95 Doz. 
Ose vdics cass 19.00 “ 1.65 “ 














Griffin’s Glazed Kid Cream 


In Blue, Black, Light Gray, Dark Gray, 
Brown, Green, Red, White, Ivory, Cham- 
pagne. 

Cleans—Colors—Polishes 
Is to the Leather what Cold Cream is to the 


Skin. 3-oz. Bottle in Beautiful Lithographed 
Carton. 


Price. $16.00 Gross $1.40 Doz. 





Griffin Quick Cleaning Fluid 


For cleaning Silks, Satins, White and Colored 
Cloth Top Shoes—Non-burnable. 


$20.00 Gross $1.75 Doz. 


“THE GREAT NATIONAL SHOE 


--GRIFFIN-- 


WHITE 


DRESSINGS 


Summer shoes require care- 
ful attention. White and 
the delicate shades that will 
predominate in the coming 
season’s styles must be kept 
in spotless condition. 


These dressings will do the 
work---to the satisfaction 
of your customer and to 
your own profit. 





Griffin Suede Powder 
A powder cleaner for nappy leathers, in sifting 


top can. White, Light, Dark and Pearl Gray, 
Brown, Chamois, am, Field Mouse, Gray- 
—. Piece of Toweling for applying in- 
cluded. 


$16.00 Gross $1.40 Doz. 


‘Write for new catalog for description of 


complete line. 


If your findings jobber cannot supply 
you, we will. 


Griffin Mfg. Co.,1. 


Established 1890 


67-69 Murray St. NEW YORK 


Canadian Representatives Canedian Shoe Findings and Novelt . 
2 Trinity Square ‘ecctee. tae ™ 


Western Off ce 
383 Minna St., San Francisco, Cal. 


WEEKLY” 
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Griffin’s White Kidine 
An effective and safe cleaning and whiteni 
fluid that cleans all white kid and white calf 
stock 
Small Size...... $11.00 Gross $0.95 Doz. 
Large Size...... 18.00 “ 1.60 “ 








Griffin Magical Powder 


One of the*two accepted ways for cleaning 
colored suede,. Nubuck and nappy leathers. 
White, Light Gray, Dark Gray, Pearl, Brown, 
Chamois, Tien, ield Mouse and Gray-Fawn. 
Piece of Toweling for applying included. 


$11.00 Gross 95c. Doz. 











Griffin White Sole and Heel Dressing 
For renovating edges and heels that have be- 
come soiled or stained. ade in colors. 
Produces either dull or glossy finish. 


$19.50 Gross $1.75 Doz. 
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Economy can be proved in selling The H. & F. 
shoes for men. ‘They overcome troubles with 
customers that cost dealers money. If you'll buy 
shoes for the service they give as well as the profit 
desired, you'll retail this line. 


“EVERYTHING NEW THAT’S GOOD’—ALWAYS 


a 


Howard and Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 


134 Summer Street, Boston 








The Stitch 


absolute 





leather. 


No rough, uneven surface—no lumpy thread 
bunches to cause discomfort. The stitches are 
sunk in the felt and covered with a thin sock 
lining. 

The result is a sole of surpassing smoothness 
and comfort. 


Feature these inner soles in your shoes. It will 
pay you—many times over. 


The Landers Brothers Company 
Toledo - - - Ohio 





that is sunk 
in the inner- 


sole means 


foot comfort 


The Landers Felt- 
Lined Canvas In- 
nersole is in every 
way superior to an 
innersole of 





THE 


SHOE TRADES JOURNAL 


74-77 Temple Chambers, LONDON, E. C. 


The oldest and most influential British 
shoe and leather trades paper. Es- 
tablished nearly half a century. 


Conducted by a strong staff of reliable 
business men with practical knowledge 
of all branches of the trade. 


The “Journal” is known throughout the 
world. 


Our experience is at your service. 


Foreign Subscription $3 a Year 


REPRESENTATIVES for U.S.A. 


FRANKLIN P. SHUMWAY CO. 
453 WASHINGTON ST., BOSTON 
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Made of Cabretta skins finished on on 
the flesh side. Chrome tanned. . 


The most attractive topping stock tor 
high class shoes . 
In a shades Heal j In appearance 


CFs AYO) Sr LO) PAN eRe 
Manufacturers, GLOVERSVILLE.N.U. 
NEW YORK, 88-90 GOLD STREET. 


AIIM = | <> MTA 8 


AAT 


ui 
<i | 


: fi 
—— 
——— 
— 
—— 
— 
—_ 
—— 


Ne 
ies 


MU 


While 
lus 


YUNNAN 


| 


HH 





k Ans 77, Stephens Fatton Leather ty) St louis. WIIG levor re ompe ant) Poston. 
J 
L 








So? Tse il 


i} 


oo 





BOOT AND SHOE RECORDER 























SPATS! 


Everywhere—on the prominent 
thoroughfares—spats are being 
worn. In fact, the truly ac- 
cepted style for Spring is spat 
pumps worn with spats. 
The demand is increasing. 
Are you prepared? 
Carry the Jacob line of perfect- 
fitting spats in WHITE 
Champagne, Pearl, Gray, Fawn 
Dark Gray, Chamois, Ivory, 
Canary. 

$9.00 to $30.00 per dozen 
If your jobber cannot supply, 


write us. 
Immediate Delivery! 


H. JACOB & SONS 


Manufacturers of 


Leggings, Overgaiters and Barefoot Sandals 
New York 


519 E. 72nd Street 
Norwalk, Conn. 
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Coburn 


Trolley Ladders 


are simple, ef- 
ficient, inexpen- 
sive, saving time 
in sales effort. 





Get estimates— 
send us a rough | 
sketch of your) 
store interior, 
showing shelves , 
to be reached and 
let us tell you the 
cost. 





Catalogue on re- 
quest. ae 


Coburn Trolley Track Mfg. Co. 


HOLYOKE, MASS. 
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| [ffose SAOE « LEATAERNY 


& ALLIED TRADE 


WE 


The BEST and BRIGHTEST Shoe 
and Leather Trade Paper in Europe 


Circulates amongst the biggest buyers of 


Shoes, Leather, Machinery, Find- 
ings, and all accessories in Shoe, 
Leather and Tanning Materials 


The effective staff is composed of prac- 
tical men of large experience and will 
give advice on business propositions. 


The EDITOR of the “RECORDER”’ 
will tell you all about us 





EDITORIAL AND BUSINESS OFFICE 
4 and 5 South Place, London, E. C. 





COPIES WEEKLY POST FREE TO U.S. A. 
2% Dollars per annum Prepaid 
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: "Gould Lee G& Webster Shoe Store 


Complete Catalog of 
ORK Styles on Request 


Leathers of all kinds and sev- 
eral other materials used in 
manufacturing STORK BABY 
SHOES.and MOCCASINS con- 


tinue to soar in price. 


So, if you are not ‘“‘covered”’ in 
infants’ soft-sole goods for the 
coming months, you will do well 
to send today for samples and 
present prices. 


Today we are in a position to 


take care of your needs in in- 
fants’ soft soles at big relative 
savings over what you'll have to 
pay later. Tomorrow may come 


The Stork Company 


72 Broad Street, Boston, Mass. 


TO-DAY we cav- TO-MORROW reruars 


another big price boost that must 
advance our. prices. 


Ask us to send our sample case 
containing a complete assort- 
ment of STORK BABY SHOE 
styles. We'll forward it express 
prepaid. 

You can then ‘see for yourself 
that “the quality of STORK 
BABY SHOES is being main- 
tained on the usual STORK 
standards, and ‘that means 
“nothing but the best.” 


You know what they say about 
“putting off until tomorrow.” 


DO IT TODAY. 


Our Stock Dept. 
Promptly Supplies 
Your “Sizes” 








Rochester, N. Y. 
Chairs by 


AMERICAN SEATING [OMPANY. 


General Offices, 1016 Lytton Biulding, Chicago, Illinois 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIES 








Greater Seating Capacity 


The illustration shows y 
an attractive shoe store equipped with 


Sanitary Opera Chairs 


the modern shoe store seating. 


Some of the advantages over :sethees 
and individual wooden legged. ¢hairs:are 


_/* 


(Chairs interlock) 


Greater Comfort 


(Spring, stuffed or full roll plain seat) 


Superior Designs 


Economy 


retry sy ~ F grompe opera chairs 
cost a one-half pric di: 
wooden legged chairs) jis 


Indestructibility 


(Opera chairs guaranteed against breakage. 
Wooden legged chairs and settees break 
easily) 


Rigidity 


(Opera chairs have heavy: metal ] 
fastened to the floor) Ks cies 


all 
ee 
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THE CRAWFORD MAN 
















Our Salesmen Have Started 


with their New Fall Samples of 


Giravford Shoe 


6 NEW LASTS 
PARAGON VARSITY O’BRIEN 
FULTON BRADFORD DICTATOR 


New Patterns of Exceptional Character 


sages HE Crawford Men are more eager 
tam than ever before to show the new 
samples, with their fine points of 
1 leadership. 


If Crawford Shoes weren’t the lead- 
ers we claim them to be, stores that 
we have sold year after year wouldn’t 
continue to carry them; if their at- 
tractiveness didn’t sell them quickly, 
clerks wouldn’ t be glad to suggest them; if they 
didn’t give real service, wearers wouldn’t be so 
enthusiastic; if more than one merchant every 
day didn’t decide to change to the Crawford 
brand, we wouldn’t have shipped them to 28 
per cent more stores than we did a year 
ago; and our total volume would not 
have increased twice as much as that 
if all our customers were not getting 
a healthy growth in their sales. 
Put Crawfordsin the most promi- 
nent spacein your Men’s Depart- 
ment and they'll be your real 
money-makers. 





Be a Leader 
CHARLES A. 
EATON 
COMPANY 
— a 
Bs 'Z LA, . y, . . 
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The Hit of the St. Louis Style Show 
“MAXINE”’ SHOES 


The St. Louis Pageant of Fashion has proven once more, conclusively, that 
““MAXINE” SHOES are more beautiful than ever before in pattern, fit and 
fine shoemaking. 


If you would have the best in Spring Styles, in women’s novelty footwear, 
you should buy. ““MAXINES.” Remember you do not have to anticipate 
your wants months ahead on the novelty situation. “MAXINE” SHOES 
are carried in stock. You get them as you need them. 


Our new, complete catalog will be ready in a few days. Write us for a copy 


so that you can see for yourself the complete line that is offered for your 
selection. 


WVws Vos Gouge hers. 


Manufacturers St. Louis 
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GOOD GOODS 


have a good reputation 


WALES-GOODYEAR “BEAR BRAND” 


rubbers have always served the 
wearer well. They represent all 
that is best in rubber footwear--- 
the best of material, scientific 
construction, up-to-date style, and 
the appearance is neat and trim. 















Mr. Dealer, we have sufficient good 
reasons for urging you to handle 
this line. 







Look for the Bear It’s always there 






Wales-Goodyear Shoe Co. 


NAUGATUCK, CONN. 
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Boots and Shoes 


Anyone who has studied the weather map through 
this Winter will appreciate the fact that it has been 
an excellent one for the rubber footwear business. 
The map for last Wednesday showed the entire 
northern portion of the country covered to a greater 
or less thickness of snow, while the entire area so 
covered comprised between one-third and one-half 
of the total mileage of the country. Under such 
conditions there is bound to be a good rubber business. 
Inclement weather and wet walking were general so 
early in the season that the average rubber wearer 
has found it necessary to purchase a second pair. 
This means practically double the consumption of 
rubbers of the average or normal season, and that 
such has been the case is amply proven by reports 
from all sections north of the thirty-eighth parallel 
in the east and central portions, and as far south as 
the thirty-fifth parallel in the mountain and coast 
sections. 

Dealers who supposed they had secured sufficient 
rubbers to last them through the Winter have been 
obliged to re-order, or at least size up, and jobbers 
have found their stocks so broken up as in many 
cases to be unable to fill such orders. Meanwhile, 
the factories are running to as large a ticket as possible 
with the help they have on hand, and the papers in 
those localities where rubber footwear is made, con- 
tain many want ads. for shoemakers. It is noticeable 
that there are few advertisements for bootmakers, 
and this is a significant fact when the international 
situation is considered, for such demand as will be 
needed for army purposes, in case American troops 
are called into action, is likely to be for rubber boots, 
for wear in the trenches, and hitherto the factories 
have found it less difficult to fill boot orders than 
they have for shoes and for lighter rubbers. Several 
of the manufacturers have orders on hand for rubbers 
sufficient to keep them running up to the time of 
Fall deliveries, and in’some cases it is reported that 
the orders now on hand amount to the average total 
output for the entire year. With all these orders 
already on hand and with the additional orders which 
naturally will come, it looks as though 1917 would 
be a busy year from now until the usual Christmas 
shut-down. 

Tennis Lines 


Little that is new can be said regarding the tennis — 


situation. Every company manufacturing this line 
of footwear finds that it has orders enough on hand to 
keep its special tennis force busy up to the middle of 
Summer, by which time, of course, the demand will 
naturally cease. That there are goods enough ordered 
to run through the season is considered somewhat 
doubtful, for it is early yet for those retailers who 
usually buy their tennis lines of jobbing houses or 
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The Rubber Realm a 


branch agencies, to have ordered their Summer 
stocks, though of course the larger retailers and 
jobbers have already put in their detail orders. New 
styles are being shown by nearly every manufacturer 
and these are such great improvements over the old 
style of tennis as to recommend themselves to critical 
devotees of fashion. 
Crude Rubber 

The market has been in a somewhat excited state 
owing to the war situation; the more or less successful 
blockade of the British ports and the speculative work 
of American brokers and dealers. There is a fair 
chance that Great Britain is likely to lose its domina- 
tion of the rubber market and that New York will 
become the principal distributing point for all rubber 
not grown on British territory. Such is the argument 
of men. best posted in the trade. It is true, Great 
Britain may make such regulations as to prevent 
British-grown rubber coming to this country, or to 
put an export tax upon it. In either case, more 
South American rubber will come direct, and also 
there will be larger direct importations of plantation 
rubbers grown in French Indo-China, the Federated 
Malay States and other Dutch possessions. 

As has been said above, prices have felt the effect 
of speculative tendencies of the last few weeks and 
are really considerably unsettled at the time of the 
present writing. 

We quote, up river fine, 84c.; islands fine, 73c.; 
up river coarse, 57c.; islands coarse, 38c.; Caucho 
ball, 574c. for upper, 56c. for lower; Cameta, 40c.; 
Centrals and Mexicans, 52 to 55c.; Guayule, 56c.; 
first late pale crepe, 90c.; smoked sheets, 90c. 


Scrap Rubber 
The scrap rubber market has been rather quiet for 
several weeks, but has taken on a little more activity. 
Owing to the freight embargo stocks are rather light 
in this section and as a consequence prices have 
advanced somewhat. Dealers in Boston are offering 
from 9} to 94 cents for scrap shoes and 7 to 7} cents 
for trimmed arctics. Other points report a some- 
what firmer market. Philadelphia dealers are paying 
9 cents and Buffalo and Chicago quotations about 
the same. While the tendency is upward, it is ex- 
pected that supplies will be more plentiful within a 
few weeks and that prices will recede somewhat. 
These, of course, are rates at which the collectors sell. 
What they can pay retailers is enough less to pay for 
packing and forwarding and the usual collectors’ 
profits. 
Rubber Notes 
There was a letter advertised in the Boston Post 
Office last Saturday for the Ann Rubber Co. 
F. J. Blake, manager of the sole and heel depart- 
ment of the Goodyear Tire & Rubber Co., Akron, O., 
(Continued on page 67) © : 
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Illustrating Ladies’ Shoe, No. 5082, described below. 


It’s easy to sell “Star Brand” 
high grade Shoes for Women 





ON EVERY HEEL 


5082. Ladies’ Brown Kid 
“Society” Welt, Brogue 
Vamp and Fox, 8- inch White 


Our splendid line of specialty shoes is full of quick sellers 
and sure repeaters. 


Right styles, right leathers and beautiful, distinctive 
patterns create instant admiration, and good-fitting 
quality coupled with their all-leather construction 
ensure satisfaction to your customers. 


“Star Brand” Fine Shoes for Women come in various 
styles and grades, in all the popular leathers, enabling 
you to concentrate your fine shoe business on one line. 


If agency is not placed in your town, write or wire us. 


We are Leaders in Style 





ROBERTS, JOHNSON § RAND 


MANUFACTURERS Branch of International Shoe Co. ST.LOUIS 


“STAR BRAND SHOES ARE BETTER” 


A 
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5258. Ladies’ Black Kid “* *? Welt, 
Hee Vamp, Pi ord Last, 16/8 New York 
= 7 oR ain Toe, Button “>. % 
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Retail Association News + oe 


A GOOD MEMBER’S MOTTO 


*‘T will not condemn Association work for not meeting my expectations unless I personally give some 
time, thought and diligent effort to help secure results. I will make my co-operation more than a name. 
Co-operation in Association work means better friendships, a wider acquaintance, broader horizon, newer 
ideas and better business. I owe it to myself to aid in the accomplishment of Association aims.” _ 


Texas Shoe Merchants and Shoe Travelers 


HE two days’ session of the annual 
joint convention of the Texas Shoe 
Retailers’ Association and the South- 
western Shoe Travelers’ Associa- 
tion, was held at Fort Worth, 
Texas, February 13 and 14. The 
following officers for the ensuing 
year were elected: 

George Volk, Dallas, president; W. E. Buckley, 
Houston, first vice-president; M. L. Bridges, Taylor, 
second vice-president; Robert M. Logan, Fort Worth, 
third vice-president, and C. F. Franks, Corpus Christi, 
secretary-treasurer. The retiring president, T. M. 
Scoggins, Houston, becomes a director for five years, 
H. L. Kelley, Dallas, for four years; L. F. Langston, 
Fort Worth, for three years; E. A. Murray, Deni- 
son, for two years and W. H. Watson, one year. The 
new president and secretary will be the Texas dele- 
gates to the National Shoe Retailers’ Convention in 
Chicago next January. 

The Convention was of unusual interest from the 
fact that it is one of the last to be held in the United 
States this year and new conditions that had arisen 
since the National Convention and other State con- 
ventions have been held, were discussed. 

At the opening of the session of the Southwestern 
Travelers’ Association, endorsement was given to the 
enactment of a law by the present Legislature per- 
mitting traveling men to vote wherever they may be 
on election day. 

The joint session of the two associations was 
attended by about 200 representatives of the boot 
and shoe trade. Formal addresses of welcome were 
delivered by L. E.: Langston, chairman of the local 
arrangements committee and Thomas M. Arnold, 
private secretary of Mayor E. T. Tyra. Responses 
were made by R. M. Scoggins of Houston, president 
of the Texas Shoe Retailers’ Association and A. Katz 
of Houston, president of the Southwestern Shoe 
Travelers’ Association. 

Mr. Katz declared that the present leather short- 
age cannot be remedied for some time and predicted 
that shoes would never again be as cheap as they 
were before the European war. 

A. F. Sloane of Oxford, Ohio, field secretary of the 
National Shoe Retailers’ Association, predicted that 
business associations throughout the United States 


would hereafter take a more active interest in State 
and national legislation. He declared that the great 
need of the time was more business men and fewer 
lawyers in legislative assemblies. Mr. Sloane brought 
with him to this city two pairs of shoes, one black 
and the other tan, neither pair of which have an 
ounce of leather in them. They were recently turned 
out by a Northern manufacturer and are being tested 
for their practicability. 

Thirty-three new members were reported by 
B. McWhirter, secretary of the Travelers, while 
fourteen new members were reported by W. E. 
Buckley, secretary of the Retailers. 

The Travelers’ Association went on record at the 
meeting today as being opposed to the threatened 
withdrawal of scrip by the railroads. The Association 
authorized the employment of an attorney to repre- 
sent its interests at Austin in the matter. 

The Retailers’ Association went on record as being 
in favor of a uniform contract for all dealers in the 
United States. 1t was pointed out by speakers that 
under the present conditions the dealers were at the 
mercy of the manufacturers, in that the dealer could 
not cancel an order, while the manufacturer could 
do so at his pleasure. The contention is for a uniform 
order, the provisions of which are to be enforced by 
the National Association, and in which the responsi- 
bility of the salesman will be fixed and he will be 
required to have the necessary authority to maké a 
binding’ contract on the manufacturer whom he 
represents. 

W. E. Buckley, secretary-treasurer, in his annual 
report, showed that the Association was in a very 
prosperous condition and that much good had been 
done to the individual members. He urged a large 
attendance at the meeting of the National Associa- 
tion at Chicago next January. He announced that 
the Association had been co-operating with the 
Associated Advertising Clubs in an effort to stamp 
out fake advertising in the shoe business and that 
much good had been accomplished along that line. 

Upon motion of C. E. Franks of Corpus Christi, the 
Association wired President Wilson, pledging its 
loyalty to him in the present crisis and asserting its 
belief in his wisdom to guide the country along the 
right paths. 

(Continued on page 67) 








BOOT AND SHOE RECORDER Feb, 24, 1917 


QUICK 


NOW-—-while our adequate stock assures 
prompt shipment—is the time to prepare for - 
coming Spring boot business. It's going to 
the biggest in the history of your store. And 
it’s going to be “Hipress” business. 


How do we know it will be “Hipress” busi- 
ness! Because “Hipress”’ is simply 
sweeping everything before it. The 


year it entered the market, 1913, 
“Hipress” sales totaled $500, 000. 
In its third year, 1916, the sales 
jumped to the $7,000,000 mark! 


But the most remarkable fact is that 1917 
“Hipress” sales so far are actually 100% 
greater than the $7,000,000 1916 sales! 


This astonishing record is the result 
of making boots by our high pressure 
process—the greatest improvement in 
rubber footwear production in 50 years. 
Of all the boot manufacturers in the 
world, The B. F. Goodrich Co. alone 
knowshowto MOLDbootsintoONE 
SOLID PIECE. And the rubber in 
these boots is the toughest material 
everinvented—Goodrich Au- 
tomobile Tire Rubber. 4a 


\ 
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ACTION 


With the RED LINE ‘round the top 





UPETEUTEE 






















“Hipress” boots are so far ahead of 
any other boots you ever sold that 
the satisfaction of your customers will 
be a positive revelation. And that. 
“customer satisfaction” means not only 
an increase this spring; it means a 


PERMANENT INCREASE. 


With a stock of “Hipress” you can set a new 
high water mark foi boot sales. But remember 
that 38,000 dealers are drawing heavily on 
our supply for Spring and Fall stocks. 


Quick Action is necessary if you are goin 
after MORE SPRING BOOT BUSINESS 
WITH “HIPRESS.” 


And while you are at it—you had better 
make your specifications for 
Fall stocks. Deliveries are 
good now—but we cannot 
answer for later. 


“Hipress” is made only by 


The B. F. Goodrich Co. 
Akron, Ohio 


Makers of the Celebrated Goodrich Auto- 
mobile Tires—‘‘Best in the Long Run’’ 
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WHITE! 
WHITE!!! 


WHITE” 


Louder and louder each 
week sounds the call for 
white footwear. Our pre- 
diction of last year: 


o—» 
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““White Footwear for Spring’’ 


was surely an accurate 
one. The demand will 
soon increase to a rush! 


Are You Prepared? 
SoTTALUNUNNNHUUULGNOQU0000000GQO0000000004H00000000000000000000UOGOOOE 
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Specify 


“OSTEND 2” 


* The white shoe cloth with the exquisite 
i 7 kid-like finish when ordering from your 
manufacturer. OSTEND 2 was used 
in over one million pairs of shoes in 

1916 -- and not one complaint. 
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Manufactured and Distributed by 


J. EINSTEIN, Inc. 


176 William Street, New York 


Boston St. Louis Montreal, Can. 


RRRARRRES 


Se 


— 
OSys ss 


‘4 
WS 


Heese 











Feb. 24, 1917 


Ike Floto of Galveston moved that the term of the 
president of the Association be limited to one year, 
and that he be ineligible for re-election. This motion 
was promptly tabled after George Volk of Dallas 
declared his belief that it was a thrust at the present 
president, who had served two terms, and who had 
held the office to the satisfaction of all. Mr. Floto, 
however, declared that he had no intention of reflect- 
ing upon the present administration. 

The Travelers appointed a committee for the pur- 
pose of preparing resolutions urging the use of cloth- 
top shoes and declaring that more beautiful colors 
will be available as a result of the substitution. 

San Antonio was chosen as the convention for 1918. 

A. S. Katz, retiring president of the Travelers, was 
elected delegate to the Travelers’ National Convention. 

Eugene Hazen of Dallas, the new president of the 
Travelers, addressed the Retailers at the closing 
session and urged the use of leather substitutes. He 
said that the makers of high-priced shoes must intro- 
duce them for the reason that the people will not 
buy them if they are priced too low. T. M. Scoggins 
quoted a Philadelphia leather man as having told him 
that the difference in the price of cloth-top and 
leather-top shoes of a high grade was as much as 
as $1.50 or $2.00 a pair. 


The Kansas Shoe Retailers’ Asso- 
ciation 

The date of the Convention of Kansas Shoe Re- 
tailers’ Association has been changed to March Ith 
and 15th instead of the dates set earlier. There will 
be an entertainment and smoker on the evening of 
March 13. Invitations have been sent to the officers 
of the National Shoe Retailers’ Association and to 
the field secretary, A. F. Sloan of Oxford, Ohio, and 
the officers of the Trade Papers and officers of all 
State Retail Shoe Associations and secretary of the 
Kansas Retail Association, also to the following- 
named shoe merchants: Charlie Miller, Columbia, 
Mo.; W. H. Griffith, St. Joseph, Mo.; Bert Sargent, 
Council Bluffs, Ia.; Robert Rosenswag (Rexall Shoe 
Co.), Omaha, Neb. 

A full list of committees has been chosen including 
the following: 


Reception Commititee.—A. W. Nelson, Kansas City, Kan. 


(Chairman); L. E. Lawson, McPherson, Kan.; W. C. Root, 
Winfield, Kan.; A. R. Springer, Topeka, Kan.; F. D. Barker, 
Pittsburg, Kan.; A. L. Krause, Great Bend, Kan.; Elmer Man- 
ley, Ottawa, Kan.; J. Finley Clayton, Kansas City, Mo.; J. C. 
Dingle, Kansas City, Mo.; K. L. Barton, Jr., Kansas City, Mo. 

Registration Committee and Badges.—C. L. Brosius, Wichita, 
Kan.; O. M. Babcock, Atchison, Kan. 

Sergeants at Arms.—Deacon Orr, Winfield, Kan.; A. A. Scard, 
Topeka, Kan.; W. D. May, Newton, Kan.; Geo. J. Bub, 
Leavenworth, Kan.; Schuyler Jones, Wichita, Kan. 

Committee on Display.—W. E. Brelsford, Topeka, Kan. (Chair- 
man); J. Finley Clayton, Kansas City, Mo. 

Auditing Committee.—Grant Templeton, Minneapolis, Kan.; 

J. G. Middlebach, Iola, Kan. 
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Banquet Committee.—A. R. Springer, Topeka, Kan.(Chair- 
man); E. H. Crosby, Topeka, Kan. 

Resolution Committee.—Lee Morgan, Wichita, Kan. (Chair- 
man); O. M. Babcock, Atchinson, Kan.; Jno. Graybill, Newton, 
Kan.; A. W. Nelson, Kansas City, Kan.; E. H. Crosby, Topeka, 
Kan.; A. S. Farmer, Pratt, Kan. 

Committee, Round Table Talk.—Granville Sallee, Emporia, 
Kan. 

Toastmaster.—Jno. Crocket Dingle. 

Returns from members and others indicate that 
there will be a large attendance, and an interesting 


program. 


RUBBER REALM 
(Concluded from page 61) 
was in Boston last week, and this week is in Albany, 
being specially interested in the pure shoe bill now 
pending in the New York legislature. 

Fred T. Ryder, sales manager of the Rinex Soles 
Department of the United States Rubber Co., started 
last Sunday night on a long trip to visit the leading 
shoe manufacturers and jobbers to further interest 
them in the use of these soles and rubber heels in 
place of leather, thus conserving the leather supply 
and preventing further undue rise in shoe values. 

Mention was made last week in the News Extra 
department of the ‘“‘Recorder’’ of the conference of 
the sales force of the sole and heel department of the 
United States Rubber Co. at the headquarters in 
New York City. Among those mentioned as being 
present was A. F. Kerr of the Chicago sales force. 
Mr. Kerr took the opportunity to visit Boston and 
was at the Hotel Lenox at the time that hotel was 
burned. He was one of the fortunate ones, his only 
loss on this occasion was a pair of spats. 


U.S. Rubber Plans 


A special meeting of the stockholders of the United 
States Rubber Co. was held in the home office of the 
company on February 14th, President Samuel C. 
Colt, presiding. The vote favored the proposals laid 
before the stockholders, one being the acquirement of 
the plants now partly owned by the company. There- 
fore the following plants will become part of the 
parent company: 

Revere Rubber Company, Rubber Regenerating 
Company, Naugatuck Chemical Company, Eureka 
Fire Hose Manufacturing Company, American Rub- 
ber Company, Joseph Banigan Rubber Company, 
Boston Rubber Shoe Company, L. Candee Rubber 
Company, Goodyears India Rubber Glove Manu- 
facturing Co., Goodyears Metallic Rubber Shoe Co., 
Hastings Wool Boot Company, National India Rub- 
ber Company, Shoe Hardware Company and Woon- 
socket Rubber Company. 

The proposal to issue first and refunding mortgage 
gold bonds to the extent of $97,252,900 in such lots 
as may be determined and to make such mortgages 
and bonds as may be needful was also approved. 
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SALESMEN ARE OUT 


WITH THE NEW BEACON STYLES 
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Zs atch for one of these forty sales- 


Se 


i 


men. In his trunks are the new a 
BEACON styles for 1917- MENSand ©) 
BOYS GOODYEAR WELTS. Co | 


Style after style - last after last- 
a line that a retail shoe merchant 
can choose from and completely | 
satisfy his needs. _ 


Then there is the BEACON IN-STOCK - are 4 = 


DEPARTMENT-fully equipped for spring © SS icone 


demands: thousands of pairs onthe floor T= SN 


ready fo ship. In short the BEACON line ~~~ ~~~ 
is one that backs the dealer with both 
shoes and service! 
Write tor our agency proposition 
and let us start one of our sales- 
men toward your store. 


MANCHESTER.NH. 
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THE WORDS 


~GOODYEAR 
WELT 


have a definite meaning in the minds of a constantly 
increasing number of shoe wearers. They mean a shoe 


that is perfectly smooth inside. They stand for 








COMFORT, STYLE AND DURABILITY 








Discriminating shoe wearers understand the interesting 
details of the manufacture of these shoes. There is in- 
disputable evidence that people want and are willing to 


pay for this high-grade type of footwear. 


Have you told your customers you had them? Many 


dealers have found it paid to do so. 








UNITED SHOE MACHINERY COMPANY 
BOSTON . . MASS. 
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In Centers of Shoe Manufacture + ¢ +¢ 


MARKETS-—STYLE DEVELOPMENTS—NEWS 


NEW YORK CITY 


Good Business in the Retail Trade 


What has been probably the most crowded February in the 
entire history of New York so far as its floating population is 
concerned is drawing to a close. As the circulation of money, 
due to this influex of visitors, spreads like the ripples of a pond 
when a stone is thrown into it, so the profits made from visitors 
have generally circulated through the resident population 
with the effect of increasing their spending capacity. As a 
result the month has shown in the retail field a very satisfactory 
volume of business. 

Already a good showing of the newer Spring models, including 
the lighter-colored leathers and eve. white goods, is being 
sold, and merchants believe that the present season’s business 
will merge into that of Spring without a break. 


A Southern Visitor 


Pryor N. Smith of the Smith Briscoe Shoe Company of 
Lynchburg, Va., was in New York for a day or so last week 
principally to look things over and get a line on the situation 
here. Mr. Smith stated that the men of the factory are just 
starting out on the Fall business, and he is looking for a very 
big Fall season. He said it is his opinion if the country should 
be involved in war, the present prices for shoes would be very 
materially increased. Sole leather and calf stock is likely to be 
considerably scarcer in such circumstances and great demand 
made upon the present feasible supply. 

Speaking of general conditions in the factory at the present 
time Mr. Smith said that dark Russias and gun metal stocks 
were very strongly in evidence in the Spring goods, and parti- 
cularly with their trade in the south and southwest they find a 
big demand for dark brown as well as black kid. 


New York Shoe Manufacturers Annual Banquet 


So high has been the standard set by the many previous 
dinners of the Shoe Manufacturers’ Association of New York 
City that to say the Eighteenth Annual Banquet, which was 
held on Thursday, February 15th at the Biltmore, was better 
and more enjoyable than any that have gone before is to make 
a broad statement, although supported by the opinion of many 
members. 

The dinner was perhaps more largely attended than any 
previous affair, there being considerably over 200 present. 

The toastmaster, who was presented by President Garside, 
while not now interested in shoe manufacture, is none the less 
held in highest esteem by all of the members of the Association 
of which he was for many terms president, Mr. Patrick Gleason. 
At the conclusion of Mr. Gleason’s remarks, which embraced 
the hope that the industry will unanimously support the presi- 
dent of the United States in our foreign affairs, the audience 
rose and led by the orchestra sang the Star Spangled Banner. 

The toastmaster introduced the Rev. John L. Belford who 
dealt in part with the conditions of labor and its employers, 
which he stated were likely to become very serious when reduc- 
tions, which must unquestionably follow this period of pros- 
perity, shall be forced. He maintained that the best way to 
lessen the opposition of such reduction when it is inevitable 
is to before that time seek for a means of co-operation and 
understanding between the heads of business and those who 
are employed in business, whether they be the humblest cog in 
the wheel or the next to the most important in the manage- 
ment, so that all will realize that while they share the gains of 


prosperity that they must be also willing to bear the burdens 
of adversity. 

Hon. Robert Wagner, State Senator, was the next speaker, 
and his very interesting address was confined principally to an 
appeal to those present and all of the people of: that class to 
devote a greater amount of attention and interest to the political 
affairs of their community. 

Hon. William E. Kelly, county clerk of Brooklyn, who de- 
voted his attention to some of the problems presented in naturali- 
zation, spoke of the development of socialist ideas especially 
among our newer citizens and those who are not citizens, as 
being in touch with the Naturalization Bureau of Brooklyn he 
is quite familiar with these conditions and he was very glad 
to endorse the statements of Father Belford that an effort to 
bring more clearly to the minds of these the institutions of 
American citizens. 

The last speaker of the evening was the Hon. Edw. T. O’ Lough- 
lin, Register of the Borough of Brooklyn, who has on several 
previous occasions been a guest and speaker of the Association. 
Mr. O’Loughlin for the most part devoted his talk to a running 
review, humorous in character, of the remarks of the previous 
speakers into which were interpolated a good number of exceed- 
ingly good stories. With occasional lapses into seriousness 
Mr. O’Loughlin also touched upon social conditions dealt upon 
by two of the previous speakers and agreed with them that 
education and co-operation on the part of those who were at 
the head of large industries such as that which he was addressing 
could accomplish much in this direction. 


PHILADELPHIA 


Good General Business 


Goods for the Spring have been coming into the retail stores 
in very good quantities and the general opinion is that these 
goods are well up to specifications. There was some doubt in 
view of advancing prices for materials as to whether deliveries 
would be all in point of quality that the trade had reason to 
expect. Already the show windows are reflecting the goods 
now coming in. 

This year there have been no retail clearance sales worthy of 
the name, and in view of the character of present sales, business, 
doubtless, will continue right up to the period of usual activity 


‘which precedes Easter. 


Glazed Kid Men Dine 


The annual banquet of the National Morocco Manufacturers’ 
Association was held February 8th at the Bellevue-Stratford 
with ninety-three present. The principal address, by Hon. 
A. S. Kreider, president of the A. S. Kreider Company, dealt 
with industry as affected by the war. He held that the end of 
the war would not mean any considerable price changes, since 
the work of reconstruction would call for a great deal of material 
among which of course would be leather. Competition, he said, 
would undoubtedly be keener, but with the tremendous amount 
of world work there is to be done there would undoubtedly be 
business for all. Other addresses were delivered by C. F. C. 
Stout, president of the Association and N. B. Kelly, secretary 
of the Chamber of Commerce of Philadelphia. 


In Children’s Lines 


In the opinion of Mr. Durell of the manufacturing firm of 
W. H. Durell & Son there seems to be more call for children’s 
shoes than for several years past, possibly due to the fact that 
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AN IN STOCK STYLE OF 
A.M. GREIGHTON’S 


THAT IS READY TO BE 
SHIPPED THE DAY YOUR 
ORDER IS RECEIVED 























STYLE NO. 935 


White Nubuck Goodyear welt. Wood cov- 
ered heel with Aluminum Plate. 8-inch pat- 
tern, Widths in-stock B. C. & D. 


| PRICE, $4.60 


A LOT MORE STYLES IN-STOCK ARE SHOWN IN OUR 
NEW CATALOG. WRITE US FOR IT 


A. M. GREIGHTON 


LYNN, MASSACHUSETTS 
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a number of large manufacturers have discontinued the making 
of children’s shoes, throwing the burden of production upon 
plants which still continue it. 

Up to now they have done practically nothing in the way 
of developing the business for the coming Fall season and do 
not want to start on this until the pressure of immediate work 
is relieved somewhat. 


A New Factory’s Showing 


Mr. Heffner of the W. E. Heffner Shoe Co., Philadelphia 
manufacturers, said a few days ago that they are having a very 
heavy call at the present time for high cut lace cloth top boots 
in the misses’ and children’s McKay lines to which their output 
is exclusively confined. In fact he said they are making scarcely 
anything else but this cloth-top line. The factory has been 
organized since last July, and the volume of business done 
since their organization is very gratifying to them. 


On a Trip 


M. Elkin of the manufacturing house of that name is taking 
a well-deserved rest in the form of a trip to Cuba and Florida. 
He is expected to return during the early part of March. 

At the factory of M. Elkin & Co. white boots are being called 
for principally and there are quite a number of gray and fawn 
over a contrasting color, for the Spring season. They are look- 
ing for black shoes with cloth tops to be a considerable factor in 


the Fall selling. 


As Spring comes on Lynn shoes become more beautiful. New 
hues are added to the colors, and new lines to the patterns, and 
the styles are as numerous as the whims of the designers. The 
last of the Easter novelties, now being made, seemed bountiful 
in variety, but they are to be followed by an even greater variety 
for the coming Spring and Summer. Boots, pumps, oxfords 
and sailor ties, all are in the Summer sample lines. The colors 
are black, white, a dozen shades of brown, a score of shades of 
gray, blues, greens, and a dozen others, each rejoicing in a fitting 
title, and altogether too numerous to be mentioned. 


The Buyer’s Choice 


What women will wear the coming Spring and Summer, in 
the way of footwear, is entirely the buyer’s choice. Lynn manu- 
facturers will not pretend to say what will be the style. Suffi- 
cient is it for them to produce as many pretty styles as possible, 
then each buyer may decide what he can sell best. 


Who Design Shoes? 


Concerning this matter of buyer’s choice, George Levirs 
remarks that the designing of shoes has become a new branch 
of the shoe trade. Time was when the custom shoemaker 
designed a shoe, and as he made it, in slow, tedious toil, he 
brought out his design. But these days, shoes are made by 
machinery, and the shoemaker has to follow the machine, 
and has no opportunity to design. Yet designing must be 
done, to develop style, a chief element in footwear. 

So there has sprung up, Mr. Levirs says, a group of men 
who make a specialty of designing shoes. They do not labor in 
little shops, on designs formed in their own mind, as did old- 
time custom shoemakers. They go about, observing, reading, 
listening and studying the drift of styles. They pick a new 
idea for a last in Chicago, a new line for a pattern in New York, 
a new shoe trimming from Paris. They merge these new sug- 
gestions, and combine them with ideas of their own, and thereby 
they produce a new design. 

This new idea is turned into the factory, and thousands of 
pairs of shoes are made according to it. . While they are being 
made, the designer is learning of new designs, to be made in a 
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similar way. So a constant production of new styles in women’s 
shoes. is maintained. 


Dresden and Chintz Linings 


To make the inside of the shoes as beautiful as the outside is 
a new idea that Charles E. Wilson is developing. He is using, 
for lining his best boots, beautiful linings of the Dresden and 
chintz patterns. These linings are figured and flowered and 
colored in a lavish way, and the opening of the shoes gives a. 
thrill to the beholder, like that which comes when the curtain 
goes up on a beautiful stage setting. 


The Linings Should Fit 


Linings should fit, as well as be pretty. That’s another of 
Mr. Wilson’s arguments. He holds that if a lining of a boot 
does not fit exactly, that the shoe top, no matter of how fine the 
leather, cannot fit smoothly like a glove around the ankle. 

He adds that wrinkles and bunches noticed by shoe clerks in 
fitting shoes may often be caused by linings that do not fit the 
shoe. From this is drawn the conclusion that buyers of shoes 
should consider the linings. 


Some Superior McKay Shoes 


At various times, the “Boot and Shoe Recorder’’ has spoken 
of the possibilities of the development of McKay shoes, after 
the manner of Parisian shoe manufacturers who create artistic 
and high-grade boots by the McKay shoemaking process. 

That this idea is entirely practicable is now being proven by 
a Lynn concern, for it is producing some new and beautiful 
shoes, which, though McKay sewed, have the appearance of 
fine turn or hand made welt shoes. 

Of course, there is artistic designing, as well as skilled shoe- 
making, in the production of these shoes. The leathers, or 
fabrics, are high grade, and are blended in numberless varieties. 
There are such artistic touches as are had from patterns of 
strikingly novel designs, waist and ball straps, white welting, 
white lifts in heels, perforations, and novelty trimmings. 

The bottoms are handsomely finished. Some are trimmed as 
closely as are edges of fine turn shoes. They have a flat fore- 
part, too. Others have a welt edge, that is made quite striking 
by the use of a colored welting on a black edge sole. 

The designer who showed the “Recorder” representative 
these samples said they were, in his opinion, the finest line of 
samples that had been sent out from Lynn so far this year. 
The ‘Recorder’ man was forced to allow that the samples 
certainly showed a new achievement in the production of artistic 
footwear by the McKay process. 


Low Boots Look Ridiculous 


“High boots ‘are sensible looking, as well as stylish looking,” 
says a designer. “‘Women are so used to them that they never 
will abandon them for six-inch boots. 

“The six-inch boots, as we look back upon them, were posi- 
tively ugly. They looked on women’s feet as ridiculous as a low 
collar on a man’s long neck. 

“The high boots are pretty, and because they are pretty they’re 
here to stay.” 

To Make Ladies’ Boots 

A factory is being fitted up especially for the manufacture of 
ladies’ fine turn boots, by George E. Coffin Co. The factory is 
on Marshall’s wharf, Lynn. The company was recently in- 
corporated with George E. Coffin as president and treasurer. 
Mr. Coffin recently retired from Coffin, Colton Co. 


On Winter Vacations 


Albert M. Creighton, Lynn shoe manufacturer, has gone to 
California. James Brophy of Brophy Bros. Shoe Co. is in Florida. 
Harry Thayer of Thayer, Foss Co., Peabody tanners, is at his 
orange grove in Florida. E. W. Burt, Lynn manufacturer, 
took a strenuous vacation, going to a camp in the Maine woods. 








“Onyx” Silk Hosiery 


with ‘‘Pointex’’ Heel 


33 


‘“Complete Assortment in Our Hosiery Dept. 


Display this card in your windows. It will sell many pairs 
of “ONYX SILK HOSIERY” with the POINTEX HEEL 


for you. Printed in beautiful colors and sent on request. 


This illustration, moreover, shows the correct method of putting on Silk 
Hosiery, and will help you give your customers better satisfaction in the ser- 


vice of their purchases. 


BOSTON OFFICE Em ery ” Beers Company, Inc. Broadway, 


31 Bedford Street 


PHILADELPHIA OFFICE 
SUCCESSORS TO THE WHOLESALE 


1033 Chestnut Street 











“Onyx” Sil Hosiery | 
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The Best Dressed Women Recognize the 
Distinction of “Onyx’’ 


‘“‘Onyx Hosiery” has been recognized for so long as setting 
a standard for style and durability that every merchant who 
sells “‘Onyx Hosiery ”’ partakes of this high reputation. 


Nowadays, when footwear is playing a more than ever important part in dress 
fashions, the Shoe Merchant who features ‘‘Onyx Hosiery”’ is making the 
strongest possible bid for the confidence and custom of the best people everywhere. 


CHICAGO OFFICE 


> t 24th Street, New York City, N. Y. ie cate ee 


SAN FRANCISCO OFFICE 


7 INESS OF LORD AND TAY LOR Bankers Investment Bldg. 
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Shoe Dealers! 


'The Shoe Salesmen Are Coming! 


Will you pay a few cents more 
per pair for fifty cents to one 
dollars worth of extra wear in 
your shoes ? 


These linings make the shoes 
— longer and keep their 
shape --- 


“Redline 


Shoe Lining 
for the ordinary grades of shoes 


CWWearsJ2oof 
Shoe Lining 


(Moisture-repellent) 
for the shoes of those who walk a great deal in all kinds of — 
weather. 
The Strongest and Most Durable Shoe Linings Made. 
You can have these linings put in any of your shoes at an 
extra cost of but a few cents per pair. 


Specify Red-Line-In and Rushur Wear Proof linings when 
you place your orders --- They pay big dividends in larger 
sales and satisfied customers. 


Farnsworth, Hoyt & Co. 


Makers 
Boston 


Yor 
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NOTABLE STORE INTERIORS 
In the new S. J. Brouwer shoe store, Milwaukee, every section is so designed as to assure the greatest efficiency in the handling of 


customers. 


Note the privacy secured by the panelled sections in fitting special classes of customers, and the distinctive layout of the 


hosiery department 


Charles E. Wilson recently spent a few days at his camp in 
New Hampshire, enjoying Winter sports. A number of Lynners 
went to New Hampshire resorts for Wnter sports over Wash- 
ington’s birthday. 


Mr. Phelan Becomes. Trustee 


Ralph Bauer has declined to serve as trustee of Lynn Inde- 
pendent Shoe Trade School, and James P. Phelan of James Phelan 
& Sons, Lynn shoe manufacturers, was last week appointed to 
succeed him. 

Old Friends in New Form 


A sample line of low cut shoes, seen in a Lynn shop the other 
day, looked very good indeed. Among them were real old 
colonial pumps of patent leather, with black metal buckles, a 
style that looked singularly attractive, some dull kid oxfords 
with blind eyelets, and even those good old friends, sailor ties. 

The maker of them made no pretence that they would sell. 
He simply added them to his boot samples. 


CHICAGO 


Repair Shops 


Many of our largest retailers tell of the greatly increased 
business in their Repair Departments, even though many people 
never think of having the higher-priced shoes half-soled. Mar- 
shall Field, Hassel’s, O’Connor & Goldberg, Coens & Houlihan, 
are among those who report increased demand for repairs. 
Mr. Coens stated that he had only this morning put on two 


more repairers. Russel Agnew of O’Connor and Goldberg says’ 


that he believes many will find it necessary to secure space 
outside to take care of their increased repair work. Mr. Gold- 
berg says the growth of this end of the business is due to three 
things, first, general increase in business; second, the high price 


of shoes, and third, the thinness of the soles which are so easily 
worn through. 
Will Add Ladies’ Shoes 


. The Wohl Clothing Co. at 16th and Broadway is remodeling 
its store. Formerly men’s shoes were carried but the first stock 
of ladies’ shoes is now being put in. This department will open 
on February 20th. 

On February 13th the Illinois Leather Co. held the last 
meeting of the year for their Board of Directors and on Tuesday, 
February 14, the annual stockholders’ meeting was ‘held. 


Williams Goes to Heenan’s 


Mr. S. B. Williams, formerly with Rathburns’ Department 
Store at Pontiac, Ill., has just recently gone with D. Henan 
Mercantile Co., Streeter, Ill. Mr. Williams says that he will 
buy none but cloth-topped shoes to sell below $10.00. He says 
although you may hear that there is a strong demand for them 
you will find most everybody very skeptical when it comes to 
putting them in stock. 


Mandel Brothers’ New Department 


Dr. H. L. Kemp of the Scholl Mfg. Co. who is in charge of 
the new department for foot troubles which has been opened in 
Mandel’s says that this is only the beginning of a chain of 
sections of this kind which will eventually be established in all 
large cities. 

Dr. Kemp says that they have two or three salesmen who 
have studied ‘“‘Practipedics” and are well able to take care of 
any and all who are troubled with foot diseases. 

The buyer of the shoe department says that their 
big business is in grays, in fact, about 75 per cent of the shoes 
sold are novelties with the grays having a strong lead. He is 
looking forward to an especially big season with cloth tops 
flourishing in the early Spring in medium-priced shoes. 





HOMPSON SHOE CO. 
ST. PAUL 


In the Heart of the Winter Sports Country 


MANUFACTURERS OF 


Skating Shoes and Work Shoes 


A FEW OF OUR NUMBERS 
Made in Welt or McKay 
120—Men’s Black Kangaroo 6-inch Hockey. 
122—Ladies’ Black Kangaroo 6-inch Hockey. 


128—Men’s Black Kangaroo 6-inch Heelless 
Racer. 


130—Ladies’ Box Calf 8-inch Skater, Rich Brown 
Trim. 


131—Ladies’ Pearl Buck 8-inch Skater, Rich 
Brown Trim. 


132—Ladies’ Pearl Buck Skater, Black Trim. 
185—Men’s Tan Lotus Hockey. 


233—Ladies’ Black Kangaroo 8-inch Hi Top 
Skater. 


WHY THOMPSON SKATERS ARE GOOD 


We use only the best of leather in both 
uppers and soles. 


All ankle straps are genuine harness 
leather, well stitched, and will not 
get soft and stretch when wet. 


First quality waxed thread is used in 
stitching the uppers, which will 
not rot. 





High grade counters, made to stand the 
side strain while skating. 


Warm eiderdown linings. 
Sheep lined tongues. 


Heavy web stay to prevent the leather 
from stretching. 


Heels well put on. 


LET US SEND YOU SAMPLES 


We Also Carry a Complete Stock of Work Shoes 
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The Street 
Frontage is the 


Store’s Dress 
Suit 
In the dignity, 


effectiveness and 
cleanness of line in 
this Detroit store 
front there is a mer- 
chandising lesson to 
the man who has not 
realized that a shab- 
by front creates 
much the same im- 
pression as shabby 
clothes. 














Back to Lively Business 


Mr. John O’Connor of O’Connor & Goldberg of this city 
returned Friday from an extended vacation which he spent at 
Hot Springs. Mr. O’Connor says he is feeling fine as a fiddle 
and nothing can keep O.G. from having the biggest year in 
their history. 

Mr. Goldberg says that the business has gone far beyond all 
expectations and that they could use twice as much space as 
they have at present in their Madison Street store. Mr. Gold- 
berg says the demand for novelties, especially grays of different 
combinations, is very strong and that from 75 to 85 per cent 
of their business is of this character. Only about 15 per cent 
of their business is in black shoes. 


ST. LOUIS 


Plan $1,000,000 Gain in 1917 


The annual banquet of McElroy-Sloan Shoe Company to 
their forty-six salesmen upon their departure to their respective 
territories with the new Fall and Winter lines was given Thurs- 
day evening, February 15, at the Mercantile Club. Much 
enthusiasm was evidenced by these men who gained a million 
dollars in sales last year and so sure were they of repeating this 
achievement this year that the motto, “We Must Have a 
Million Dollar Gain in 1917” was unanimously adopted. Dur- 
ing the dinner the guests were entertained by high-class cabaret, 
musical numbers and recitations. Novelty favors were dis- 
tributed. 

W. M. Sloan was toastmaster. John W. Craddock, president 
of the company, who was on the program to speak on “His 
Own Subject” was unable to attend, being confined to his home 
in Lynchburg, Va., by illness. Following were the speakers 
and their subjects: W. F. McElroy, “Our Western Depart- 
ment’; J. H. Ballard, ‘“‘What He Has Done and What He Is 
Going to Do”; W. B. Yater, “Conditions”; C. L. McCain, 
“The Outlook”; John T. Dyer, “The Market.” _ 

The following salesmen were called upon for short talks: 
F. L. Craddock, A. C. McElwain, D. D. Lynch, E. C. Watson, 
W. L. Owens, J. P. McElrath, R. C. Herbert, J. C. Espie, W. L. 
Sheppard, Chas. Marks, T. Monterubio. A number of mer- 
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chant customers from out of town were guests and several made 
interesting talks. 

Special prizes of a gold watch and two gold knives were won 
by W. L. Sheppard, A. C. McElwain and J. P. McElrath. 

The meeting was adjourned after the salesmen had pledged 
individual sales for 1917 aggregating $4,620,000, against a 
slight excess over $3,000,000 in 1916. 


A Tribute to Public Service 


‘When Jackson Johnson, chairman of the Board of the Inter- 
national Shoe Company, walked into the limelight by acting as 
chairman of a campaign committee in the recent election of the 
local civic body of St. Louis operating as the Chamber of Com- 
merce he induced further trouble for himself, apparently, for he 
is now being besought by numerous friends and admirers to 
permit his name to be used for candidacy for the Democratic 
nomination for mayor of St. Louis in the Spring election. Mr. 
Johnson has not stated what he will do in the matter as yet, 
but it is anticipated that his business interests will prevent 
his acceptance of the suggestion. 


Factory Notes 


The new factory of the Brown Shoe Company at Litchfield; 
Ill., is being rapidly pushed toward completion with the expec- 
tation of getting it opened by April 1. In the meantime in anti- 
cipation of the early opening a force of employees is being 
trained in leased quarters in Litchfield. 

The new specialty plant of the Boyd-Welsh Shoe Company 
which has been under construction in St. Louis for some weeks 
is rapidly approaching completion. It will have a capacity of 
2,500 pairs daily and its three floors 50 by 200 feet with a wing 
35 by 60 feet will be as completely daylighted as is possible to 
make it. 

In the Public Eye 

St. Louis shoe men will be represented on the board of direc- 
tors of the company which controls all the surface lines in the 
city during the coming year by John C. Roberts of the Friedman-. 
Shelby Branch of the International Shoe Company, of, which 
latter he is vice-president and by Alanson C. Brown, president 
of the Hamilton-Brown Shoe Company. They were elected at 
the recent annual stockholders’ meeting held in St. Louis by 
the company. 

C. E. Williams, president of the Williams Shoe Company, 
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“sB Ie Sc Oll’s 
Foot-Eazer 


“EASES THE FEET” 


Those who stand or walk much or have tired, aching, 

burning feet and callouses on the soles, find permanent 

= foot comfort by wearing this scientifically constructed 

HI im = device. Worn unnoticeably in your regular size shoes and 

fits as snugly and comfortably as your feet fit into your 

favorite slippers. It provides a natural and springy sup- 

port to the arch or instep, equalizes and bridges the body's 

weight from heel to ball, thus giving an even balance to the 
entire body. Your feet need this help! 

Dr. Scholl's Foot-Eazers retieves at once the strain of 
constant standing or walking, and makes even new shoes 
comfortable. With them, you can wear neat and stylish- 
fitting footwear with perfect comfort. Made in proper 
sizes for all men, women and children. Price $2.50 a pair 


There is a i 
Appliance or Remegty Fer Every Foot Trouble 
Thousands of leading shoe dealers and department stores 
throughout the United States and Canada carry the cém- 
ete line of Scholl’s Appliances and Remedies. They have 
i] been trained by a Dr. Scholl Foot Expert how to intelli- 
if gently select and fit the proper appliance or remedy needed 
to relieve and overcome all foot ailments. These dealers 
have their customers’ interest at heart, and their earnest 
i endeavor is to relieve and remove the various foot troubles 
of every man and woman in every walk of life. 


What Is Your Foot Trouble ? 
| Study the illustrations on this page. These 

are a few of the most popular and best known 
| of Dr. Scholl’s Correctives and Remedies. 

Read the descriptions and then go to your dealer. If 
he does not have what you need, write direct to Dr. Scholl 
for free advice, describing your foot trouble. 

Write for FREE. Booklet 
2 “The Feet and Their Care,” by: Dr. Wm. M. Scholl, 
4} I Orthopedic Specialist. A helpful, instruc ive treatise that 
will interest you. 
THE SCHOLL MFG. CO. 
215 West Schiller Street CHICAGO, ILL. 


NEW YORK + LONDON, ENG. dug 
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operating one of the largest retail shoe stores in St. Louis carry- 
ing popular price footwear, is in the East on a visit to his sources 
of supply. He will be gone about three weeks on his visit to the 
factories, as he makes it a practice to have most of his stock 
manufactured according to his own specifications. He is also 
a heavy buyer from the St. Louis factories. 


Premiums Go to Charity 

A new use for the trade premium, coupon, trading stamp, etc., 
has been developed by a St. Louis charitable society which has 
issued an appeal to the public generally to obtain and preserve 
such trading premiums and turn them over to the society for 
the use of the organization in the purchase of shoes for the 
needy under its care. Everything from the tobacco tag up and 
down will be accepted. What next will be the excuse for the 
further existence of the trading stamp? 


HAVERHILL 


Quick Work in Producing Samples 

Proving that Haverhill manufacturers are capable of re- 
sponding quickly to calls for new designs and new samples, 
this incident is worth mentioning. One of the local concerns, 
making women’s turn footwear, received a letter one day last 
week from a customer in St. Louis requesting a new boot sample. 
The only instructions accompanying the letter were that it 
should be a combination of white kid and white canvas. The 
letter was received Friday noon. The factory designer got 
busy with the pattern maker during the afternoon and by 
four o’clock had the patterns ready for fitting. The uppers 
were cut and stitched, the boot turned and beaten out and 
put on the last to dry aver night. In the morning it was ready 
for finishing and by noon of the same day it was on the road 
to St. Louis. A letter received this week said the sample was 
satisfactory and that sales had already been made from it by 
the wholesaler. 

Visitors from the Northwest 

E. J. Shoettly, buyer for the Sorenson Shoe Stores, Inc., of 
St. Paul, Minneapolis, and Duluth, Minn., was in Haverhill 
last week on a business visit. He was accompanied by R. T. 
Sorensen of the concern. Mr. Shoettly reports a prosperous 
condition of business with the stores he represents and predicts 
an excellent business for the coming season in the Northwest. 


Leather Man in Military 

Thorndike D. Howe, who is a member of the local sole leather 
house of Howe & Fenlon and for the past few years major of the 
First Artillery Regiment of the Massachusetts National Guard, 
has been elected lieutenant-colonel of the regiment, a promotion 
well deserved by long and distinguished service. Lieutenant- 
Colonel Howe was among those at the Texas border during the 
recent Mexican troubles. 

Shoe Dealer Retires 

George T. Evans, who has been engaged in the retail shoe 
business in this city for more than thirty years on Merrimac 
Street, has retired. A higher rental of his present store and 
inability to obtain another desirable location, was the principal 
reason for his retirement. Mr. Evans had a successful career 
as a shoe merchant. There are few concerns now in Haverhill 
who have been so long and continuously in business as he. 


With Bradley Shoe Company 
W. E. Barron has associated himself with the Bradley Shoe 
Company and will look after the retail trade in connection with 
the Bradley line of women’s turn boots and slippers. 


Change in New York Office 
Orlando N. Dana, who represents Emery & Marshall Com- 
pany in New York City and vicinity, is in Haverhill at present 
engaged in preparing new samples of the E. & M. line of women’s 
turn and welt footwear. Mr. Dana has removed his New York 
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offices and sample room from 116 West 32d Street to Room 
1008 Marbridge Building, 47 West 35th Street. 


New Factory Superintendent 


Harry Calef, who was recently engaged as superintendent of 
the Webber Shoe Company of this city, has had extended experi- 
ence in Haverhill and elsewhere, in the production of the women’s 
turn footwear with which this concern is identified. The Webber 
Shoe Company is increasing its business and enlarging its 


BROCKTON 


Fall Samples on the Way 


Salesmen representing Brockton shoe manufacturing concerns 
are making active preparations to take the road with their Fall 
lines. While it is the general belief of the trade here that shoe 
prices will be higher than at any previous time it is also the 
conviction of Brockton manufacturers that these prices have 
by no means reached their highest level. As a member of one 
of the local concerns said: “In my opinion the present prices of 
shoes, high as they are, will look cheap a few months later.” 


Putting Prices on Samples 

Another manufacturer, in speaking of the prices on the forth- 
coming showing of samples, remarked with emphasis: ‘“‘Sales- 
men who are going out with their Fall lines should have a 
thorough understanding in regard to prices which they are to 
quote their customers. This, of course, must come from the 
manufacturer through his figures on cost of material and labor. 
Taking our factory as an example, the prices which we put on 
our Fall samples will be a provision against 75 per cent of our 
season’s business. In other words, we have on hand, or avail- 
able sufficient material to fill three-fourths of the Fall orders 
which we expect to receive. We will take some chances on the 
remaining 25 per cent. We know about what to expect next 
season, based on our business of the season past. Our prices 
will be figured on costs with the addition of a reasonable profit. 


An Old Timer’s Method 

“‘We’re not like that old-time manufacturer, who, on his cost 
sheet wrote the figure $1 first of all. When asked what this 
sum indicated, he replied: ‘That’s for me: I get mine first.’ 
We don’t want ours first, but we must get more for goods than 
they cost. That’s why we must be mighty sure of the figures in 
putting prices on our samples.” 

Chosen as Chairman 

John B. Sinclair, who has been for many years associated 
with the local office of the United Shoe Machinery Company 
has been elected chairman of the employment bureau of the 
Brockton Association of Superintendents and Foremen. This 
Bureau is an important feature of the organization, supplying 
many concerns in Brockton and vicinity with efficient execu- 
tives for shoe-factory departments. 

Brockton Member of Shoe Concern 

Albert F. Doyle, who resides in this city, is a member of 
Wall, Streeter & Doyle Company, shoe manufacturers of North . 
Adams, Mass., and in charge of the selling end of that con- 
cern’s business. Mr. Doyle is counted as one of the bright 


" young men associated with shoe manufacturing, having had 


many years’ experience with local concerns, previous to start- 
ing in business for himself. Wall, Streeter & Doyle Company 
recently increased their preferred stock by $40,000, issuing all 
the new stock at once and for cash. 


Box Toe Company’s New Building 
The E. L. Gowdy Box Toe Company of this city has com- 
pleted a new two-story building on North Main Street, to take 
the place of the building destroyed by fire several months ago. 
Power for the machinery will be furnished from a nearby manu- 
facturing plant. 
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“The Shoe with plenty of 
style---plenty of 
quality---and more 

than plenty of wear!” 
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Shoe for the Children 


MADE IN ALL LEATHERS 


The dealer who stocks POLLY ANNAS will 
certainly secure the young folks’ trade of 
his vicinity. 
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444.—Gun Metal Button 


IN Heel Fox 
STOCK Polly Anna Flexibles 
FOR New Process Welt 
AT ONCE 


Misses’ School Heel 111%- 2 $1.75 
Child’s Spring Heel 814-11 1.50 
Infants’ Sprg. Heel 6 - 8 1.30 


DELIVERY 


POLLY ANNAS are Kreider-Made, 
that means the best made. 


A. S. KREIDER CO. 


Distributing Houses 
NEW YORK—123-125 Duane Street 
PHILADELPHIA—51 North 3rd Street 
PITTSBURGH—923 Penn. Avenue 
CHICAGO—312-318 West Monroe Street 
ST. LOUIS—1408 Washington Avenue 


Factories at 
ANNVILLE, PA., PALMYRA, PA., MIDDLE- 
TOWN, PA., LEBANON, PA., ELIZA- 
BETHTOWN, PA. 
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Gaiters 


Dealers are making 
a killing with 


. VOGUE 
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Fine Felts 


Colors: WHITE--TAUPE--PEARL GRAY--CHAMOIS 


10 Button, $14.50. 8 Button $12.00 
2% 10 days -- F.0.B. Factory 


The Morris Over-Gaiter Co. 24Union Succ 
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Norwich 
zy Fixtures 









xo The use of Nor- 
wich Fixtures, not only 
enables you to make bet- 


ter displays, but the high 
reputation they bear insures per- 
fect satisfaction and full value for 
every dollar expended. Send for 
our catalog. 


The Norwich Nickel & Brass Co. 


NORWICH, CONN. 


SALESROOMS BOSTON 
26 Kingston St. 












NEW YORK 
712 Broadway 
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E. C. SKUFFERS 
--The Most 
Flexible Shoes 
In: = =e 


The World 


















Super F lexibility 


That’s what makes E.C. SKUFFERS the most beneficial shoes 
ever made. They are the greatest getters and holders of the 
whole family trade ever offered a retail shoe merchant. 


Sold By Progressive Wholesalers and Made Only By 


-ENGEL-CONE SHOE COMPANY 
EAST BOSTON, MASS. 


The Only Shoe you 
can Bend Like This : 
Is An E. C. SKUFFER : 
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Patented Jan. 12, 1915 


Insist upon 


having the 


used in 
all your 
shoe orders 


Preserves the style of the shoe 
Waterproof and Sweatproof. 


Shoe manufacturers are using over a 
quarter of a million pairs of Vulco-Unit 
Box Toes daily. 


Best for all shoes 


Beckwith Box Toe Co. 


108 Lincoln Street 
BOSTON, MASS. 





Grain 


Now as ever the 
popular leather 
for substantial shoes 


On the market 
for 134 years 


: Green & Hickey Leather Co. 
: TANNERS 
Shrewsbury, Mass. 


Thomas McCammon 
116 South Street, Boston, Selling Agent 





| Shrewsbury 














ORDER NOW 





OVERGAITERS, SPATS, WOOL 
and SATIN SOLES. FELT and 
CRETONNE SLIPPERS 


We have added many 
attractive styles to our 


* COASTLINE ”’ 
BATHING SHOES 


also 
Bathing Suits and Jerseys 


Full line of Samples at our New Boston Office 
207 Essex St. Room 404 
Call or send for Prices 


The Wiley-Bickford-Sweet Co. 


Hartford, Conn. Worcester, Mass. 
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VAUGHAN’S 


IVORY SOLE LEATHER 


This soling is very light weighing and is the most comfortable leather made for street, dress, and 


sport shoes. 


Men’s, women’s and children’s footwear in which it is used is selling at sight in every 
one of the hundreds of shoe stores where it is shown. 


Write for samples. 


George C. Vaughan, Peabody, Mass. 





* «+ * 


Fai ures 


Attleboro, Mass.—David Shapiro (Boston Shoe Store), shoes, etc., reported as- 
signed for the benefit of creditors to James H. Leedham, Jr. 
— a —Samuel Weiner, shoes, reported offering to compromise at 35 


Mansfield, , —M. Bander, shoes, etc., reported assigned. 

Key West, Fla.— Wolfson Shoe Co., shoes, reported meeting of creditors called 
for February 26. 

Sanford, Fla.—Sanford Shoe and Clothing Co., shoes, etc., reported offering to 
compromise at 35 per cent. 

Harrisburg, Ill.—James A. Greenwood, shoes, etc., reported an involuntary 
petition in bankruptcy has been filed against this party. 

Iron Mountain, Mich.—J. I. Khoury, shoes, reported offering to ye en 

Rayville, Mo.—J. a -Lamar, shoes, etc., . rted petitioned into bankru 

Tombow, N. Y.—T. J. Mulligan Shoe Co., oes, reported meeting of cr ion 
called. 

Mount Lome pe N. C.—Mt. Olive Clothing and Furnishing Co., shoes, etc., re- 
por tot ores to compromise at 20 per cent. 

Beach, N. D.—William Rosenberg, shoes, etc., reported petitioned into bank- 
ruptcy. Reported receiver appoin 

eee N. J.—Jos. B. Hampton, shoes, reported petitioned into bank- 


Jersey ric, N. J.—Louis Greenberg, shoes, reported meeting of creditors 


New’ York City.—N. A. Paul & Co. (30 Church St.), shoes, reported petitioned 
into bankruptcy. 

Brooklyn, N. Y. e Joseph Samuel (1066 Manhattan Ave.), shoes, etc., reported 
offering to compromise at 50 per cent. 

Toledo, Ohio.—Sam Dreyfus, shoes, etc., reported petitioned into bankru on 

Coshocton, Ohio.—A. 8S. Rosenberg, shoes, etc., reported meeting of cr tors 
called for February 20. 

Marietta, Ohio.—Theis Shoe Co., shoes, reported assigned. 

sone Mills, Pa.—M. E. Chr hristoff, shoes, reported Offering to compromise at 

r cent. 

Milwaukee, Wis.—Chas. I. Mahler, shoes, etc., reported petitioned into bank- 

ruptcy. 


Changes 


Brockton, Mass. = eee Shoe Market, Inc., shoes, name changed to A. 
Sandler Sons, Inc. 
E. & F. W. Filoon Co., leather, authorized capital increased to $300,000. 





Changes in Business o +¢ ¢ 
The Last Week’s Failures, 


Suspensions and Changes 


Lynn, Mass.—Sarah Fisher (wife of Max) (84 Harbor St.), leather, filed married 
woman’s certificate. 
Lincoln-Blizard Co., leather, incorporated with capital of $20,000. 
etene > Coffin Shoe Co., shoe manufacturers, incorporated with ca pital 


Springteld, Ni ins, —Springfield Leather Co., leather and findings, succeeded by 
amuel Katz. 
—— Mass.—Haverhill Shoe Co., shoe manufacturers, dissolved partner- 
hi ‘oo R. Marshall retires. 
Winchester & Co., leather, succeeded by J. W. Price & Co. 
Scum & Sons, Inc., shoe manufacturers, Herbert E. Chase retires, 





SHOE STORE 
FURNITURE 


To Match Your Fixtures On every piece. 





Fitting Stool 


The cheapest on the 
market--will outwear 
4 of any $2.00 kind 
STRONG and 
STEADY 


$3.85 


THE C. F. STREIT MFG. COMPANY 
Write for Catalog 047 Kenner St., CINCINNATI, O. 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth Pp 


page per issue: 


7 times 
$3.00 
6.00 
9.00 
12.00 


1 time 
$4.00 
8.00 
12.00 
15.00 


Space 
1 inch 
2 inch 
3 inch 
4 inch 


13 times 26 times 52 times 
$2.75 
5.25 
7.75 
10.00 


OSITIONS WANTED: Three cents per word for 
each insertion. 


Minimum amount accepted, 


sixty cents. For other “Want” advertisements, 


five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 
vertisement for address. 
plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 


$2.00 
4.00 
6.00 


$2.50 
4.75 
7.00 


Minimum 


When advertisers desire re- 


paid for accordingly. Answers to ads must be sent 


9.00 8.00 


under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


POSITION WANTED 


LINE WANTED 





ANTED A SHOE SALESMAN FOR TEXAS 
—Must be pepatenee and experienced, and 
one who has traveled in Texas. We have a good 
proposition for the right man. We have a large 
established business in Texas, and are a growing 
firm. State experience and references. pplica- 
tions strictly confidential, and none considered that 
do not comply strictly with the above requirements. 
ddress A862, care Boot and Shoe Recorder, 207 
South St., Boston, Mass 


SME MANAGER of proven ability open for 
change. Ten years’ experience with one firm. 
Age 26. Married, and of good habits. Now em- 
ployed and in charge of a business running $100,000 
yearly. Desires permanent ition with company 
offering a greater future. riginal ideas of value 
and an expert window trimmer. Would be willing 
to invest after one year’s service. Address ° 
care Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, II. 





yee eenerienced. reputable salesmen» 
with established trade, able to finance their 
own trips, to carry an exceptionally strong line of 
slippers of established reputation and approved 
selling qualities. References, territory covered, 
present line carried and full information must 
iven in reply. Territory open:* Iowa, Nebraska, 
isconsin and Michigan. Address A864, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—First-class salesmen to carry side 

line on commission, cheap and medium bare- 

foot sandals and stitchdown novelties. Only men 

calling on well-rated concerns need apply. Ad- 

dress A865, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GHOF SALESMAN fully acquainted with trade 
in Boston and vicinity to manage in-stock de- 
artment and sell factory rejects. Men’s welts. 
oston location. Must have experience and good 
recommendations. Address A863, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—Salesmen to handle a short line of 
children’s high-grade specialty shoes. Texas, 
Oklahoma, Coast States and Middle West terri- 
tories. Only salesmen covering territory for a long 
time considered. Strictly commission. Mention 
line now carried and give full particulars in reply- 
ing to this ad. Will be treated confidentially. Ad- 
dress “‘H. F.,” care Boot and Shoe Recorder, 189 
West Madison St., Chicago, Ill. 


ANTED—Salesmen with established trade 

to carry on commission men’s work shoes, 

Goodyear, welt, McKay and nailed (popular prices), 

in Illinois, Michigan, Indiana, Ohio, Pennsylvania, 

New York. Give experience and reference in first 

letter. The E. B. Piekenbrock Shoe Mfg. Co., 
Dubuque, Ia. 


ANTED—A salesman with established trade 

in Kentucky and Tennessee or Arkansas 

and Louisiana. An exceptional opportunity for a 

live salesman to sell our line of men’s, women’s and 

children’s shoes on a commission basis. Best of 

references required. Commissions will be paid only 

as earned. Address A848, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 

















AVING an established trade in Pennsylvania, 

Ohio and West Virginia of 20 years with one 

of the largest jobbing houses, I am open for an 

engagement. Best of references. Address “RX,” 

cone and Shoe Recorder, 207 South St., Bos- 
on, Mass. 








HELP WANTED 








Wanted —Manager-Buyer 


Fully tent to ge retail shoe store 
near New York City—doing $150,000; also 
control suburban branch doing $20,000. Ad- 
dress (in confidence) stating experience, salary. 
etc., “CAPABILITY and SYSTEM,” Inc., 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















PPORTUNITY—Man wanted in shipping, 
selling and stock department of a manufac- 
turer of men’s shoes. Must be capable of selling 
caring for stock, filling orders oan taking care of 
nee? sample department.  abili 
good opportunity is open to a man o' ilit 
and experience that can furnish satisfactory oak 
erences. 
Prefer a young man having some experience in 
factory detail. 
Answering, state age, experience and salary ex- 
pected. Address A844, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








LINE WANTED 





ANTED—Experienced salesman to carry on 
commission the ““KESCO” line of infants’, 
children’s and misses’ turns and McKays in Wash- 
ington, Oregon and California. Can be carried 
with line not conflicting. Address with references 
The Kepner-Scott Shoe Co., Orwigsburg, Pa. 








POSITION WANTED 


te MAN, 9 years’ retail experience, would 

like to represent reliable firm in Illinois, or 
travel out of Chicago. No objection to any terri- 
tory at start, if salary is reasonable. Al reference. 
Address A861, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ALESMAN with established trade desires for 
Greater New York line of infants’ children’s, 
misses’ high cuts, boys’ McKay shoes, also women’s 
—~ ™ rice. “Store,” 178 Wyckoff Ave., Brook- 
yn, N. 


ANTED—A line of shoes, also tennis, on 
commission, for the Gulf Coast. Address 
Box 506, Fairhope, Ala. 


XPERIENCED shoe agent, with established 

trade, wants line of shoes for Detroit and 

suburbs. Address “K,” 52 Whitney Ave., Detroit, 
ich. 


MANUFACTURERS TO JOBBERS 
ANTED a line of children’s shoes. Gun 
metal and patent leather button McKay. 
Send 2 pairs as samples—1 pair child’s gun metal 
and 1 pair misses’ patent leather. Also infants’ 
turns. Send 6 pairs spring heels and no heels, dif- 
ferent styles. soft-sole baby shoes. Send 12 
pairs different styles. Quote lowest prices and 
terms. ——— will be paid for on receipt of same. 
Also a line of boys’ shoes in McKay and Goodyear 
welts, on commission, for the jobber and retail 
trade. By an experienced salesman for the Pacific 
Coast. Good reference. Address R. Magnes 
Shoe Co., 48 Second St., San Francisco, Cal. 


ESIDENT salesman for Baltimore, Washing- 
ton and vicinity wants shoes of quality and 
price. Address A847, care Boot and Shoe Re- 











corder, 207 South St., Boston, Mass. 





MANUFACTURER'S line of women’s popu- 

lar-priced style shoes. Iowa, Nebraska, Kan- 
sas. Address A839, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 








FOR SALE 


R SALE—A profitable shoe business in a Wis- 

consin town of 18,000 population. Good loca- 
tion. Best reason for selling. Address No. 7 South 
Barstow St., Eau Claire, Wis. 


SSIGNEES’ SALE OF SHOE STORE—The 
undersigned will offer for sale at public auction 
at the storeroom of the Theis Shoe Co., David H. 
Reese, proprietor, No. 120 Putnam St., in the City 
of Marietta, County of Washington, and State of 
Ohio, at 1 P.M Saturday, March 10, 1917, the 
complete and entire stock of shoes, boots, rubbers, — 
fixtures, goods, wares and merchandise of the 
Theis Shoe Co., David_H. Reese, proprietor, ap- 
praised at $5,294.14. Terms of sale cash. This 
stock is in good condition and a bargain for some- 
one. For any desired information address C. C. 
Middleswartt, Assignee, Marietta, Ohio. 


GOING business, making money. 

clothing, dry goods. Town of 7,000, south- 
west Louisiana. Owner leaving. About $8,000 
would handle deal. References with answer. Ad- 
dress “Chance,” care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














Wage? by experienced shoe salesman, me- 
dium-priced line of ladies’ turns, strictly 
commission basis, for the Southern territory. Ad- 
dress ““X,”’ 207 Essex St., Room 406, Boston, Mass. 





WANTED TO PURCHASE 





ANTED—Medium-price line of children’s, 
misses’ and boys’ shoes for Pennsylvania as 
side line or straight out. Address A860, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 
Wage of misses’ and children’s 
shoes, for Illinois territory, ~~ experienced 
salesman. Address Salesman, 231 Lawrence, Ef- 
fingham, Il. 








INDOW TRIMMER, or assistant, age 23, 

married. Windows that pull. Can write 

ads. Address A859, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


XPERIENCED SALESMAN desires a line of 

men’s dress shoes, $2.60 up, for Michigan. 
roa reference. Address P.O. Box 5, Pewamo, 
Mich. 


Retailers --- Manufacturers 
Surplus Shoe Stocks 
SLOW SELLERS 
HIGHEST CASH PRICES PAID 
Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass. 
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Morris Shyer, who for a number of ® a ° 
years represented the Roth Shoe Mfg. Highest Cash Prices Paid Tolman Shoe 
Co., of Cincinnati, in Alabama, Mis- for entire shoe stocks. We also buy 
sissippi, Louisiana, and the larger towns your curgine - —-. omiens. Sean Carton Labels 
i i i iti ties no objec etail or w 
pay gsnag o — . pi dhe agar Short terenloasestehen off your hands jo ~~ pagnePeniong — 
Shyer has located at Chattanooga with WireorPhoneus _— lohek o9 pened grt gon 
the Economy Shoe Store in which he held Cm Confidential ” “ i” nd wg 
an interest for quite a time while on the stablished 1890 Ces ine Santee ee Se 
‘ ° troduced. Samples cheerfully 
road. From now on he will devote his GLAUBERG & CQO. of ! 
entire time to the retail end of the shoe ae 
game. §20-522 Broadway, New York, N. Y. TOLM AN PRINT I 
W. H. Goldman of St. Louis has taken We also purchase clothing, » inc. 
the place of Mr. Shyer and will cover the hats, furnishing goods, etc. Brockton, Mass. 
same territory. 
The Roth Shoe Co. has made another 
addition to their selling force. Hereto- Do You Wish to Raise Cash Quick? . 
fore they have not had a representative pom eageen iusctesheeichow 4 goods. Bie cle 
on the Pacific Coast, but this season Chas. bought ger spot at cash. monet terme | hones pPicycie 
ba — of San oe will make . co BE GRE SELLING WHITE US STEP 
the larger towns on the coast. mmunications pli mses — 
se FRAN ALRER, Pepeicon —-- 
610 BROADWAY, BROOKLYN, N. Y. 


Tel. 2328 Williamsbur are made in 


many styles 
and to fit 








WANTED TO PURCHASE 

































































w’?: N T E D—Out-of-date merchandise, dry We Pay Highest Cash Prices all kinds of 
Pr Pee th Fon aitcanae yy Fer Uncelabio Merchandise shelvin g- 
dau, Commbplen Sochannet, 2002 Seaver Ave., SHOES, CLOTHING AND FURNISHINGS é 
Pittsburgh, Pa. Send us your goods. We will quote prices. Send for catalo; 
If not satisfied we will return g and giving full descrip- 
pay freight both ways. Best of refer- tion and prices 
BEBBSBESBHE ER SBEBeEE B eats 
ONA SALES CO. 
Ll Ld 385-387 Broadway New York ee o-. 
& & €2 Randcigh Street 
Py . icago - - 
& 1 ws 
s| ~ 4 a MISCELLANEOUS 
t 
» “ FISHER Every Shoe Store Needs 
a pair of 
"| We Buy for Cash |" “ ” 
- ~ TradeMark Ree. MANCHESTER 
Boden | Jobbers’ _ 
(Trade Mark Reg. U. S. Pat. Off.) 
a) Re ia Ay BEB ond conven iw corive 
@| NO QUANTITY TOO LARGE |S 
a We also purchase entire stocks = SUPPORT J NIP PERS 
from retailers or manufectarers. Without A Hep _ Weak y 
& na us parti ars what you Ea The only nipper made 
* —— Term Leases Taken s Prevents ‘ro emt Boots” and “ which is just the right 
We Pay Highest Cash Value ily Applied est shape to cut out tacks on t 
- VAN PRAAG & Co., |® ey Sale by Al — to ah foe. 
oe Dept., Martin Posner, Manager, | VARNUM: IMPROVED SIZE ‘< ” 
15-17 G St., N York, N. Y. 
* Telephone 2248-2249 Spring * STICKS Manchester 
BEREBEBESBESBEHEEEBEEBEEBE BS Trade Mark Reg. U.S. 
Pat. Off. 











nippers are made of high 
grade tool steel, nickel 


SELL US YOUR SHELF WARMERS 











rooney ig ig g] lated with « curved jaw 
tores, etc. e have an unlimited ex- =} that enables vou to cut the 
ap ge ggg pg aii tacks close to the insole. 
Sida ol eves baetalan saad co ean tae U. S. Standard BoB ae 
every ption small or large, new - S. Standa: sure and s; y 
ee ee Ask Your = For Them MANCHESTER” 
New York Export oy Corperation | F. W. WHITCHER COMPANY 
42 Vienenard St. aay, Pe City Boston and Chicago curve jaw when ordering. 











- Write us direct iffyour 
dealer cannot supply you. 


Price, $2.50 








B. W. GODSOE, 


C A ~ H P Al D W. G. "DONALD, View Pree, ae 








for shoe stores or surplus stocks of shoes . F. E. J ONES COMPAN Y 4 

or for ether merchandise. Leases taken Frank W. Whitcher Co. 

mstenicond meee aiepase mee de pomp M AT K | D Patentees and > ome 
ax Kalter Mercantile Co. Boston, Mass. 325-358 W. Lake Bt. 














106 Grand St., New YorkCity. Phone,Spring9413 95 South Street, Boston 
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— 
(COL. BARBOUR DIES 
IN MOTOR CAR 


Vice-President of United Shoe 
Machinery Company Victim 
of Heart Disease 


NEW YORK—Special dispatch— 
Villiam Barbour, manufacturer and 
leader in the American Protective 
fariff League, died suddenly March 
1 from heart disease while returning 
sme in his automobile. 

During the day, in his office of the 
‘nen Thread Company, of which he 
4s president, it was noted that he 
was not in his usual good health. Col. 
‘arbour was alone in his car when he 

1 at about 4.25 o’clock. 
tle was born in New York and 
was a son of Thomas Barbour. He 
-as educated in private schools and 

n after going into business be- 
me known for his activity in be- 

f of proection. In 1892 he was 
. asurer of the Republican national 
committee. In 1910 he was elected 
president of the American Protec- 
tive League. 

His manufacturing interests were 
the greatest of various enterprises. 
He owned flax mills in Ireland and in 
New Jersey, where he was powerful 
politically and interested in many 
corporations. In addition to the 
linen Thread Company he _ was 
president of Barbour Brothers’ Com- 

ny, the 7 uin Company, the 

unbarton Flax Spinning Company, 
the Finlayson Flax Spinning Com- 

ny, the American Net and Twine 

mpany, the United States Twine 
& News Company, the Hamilton 
Trust Compan of Paterson, N. J., 
the Dundee Water Power & Land 

Company, the W. & J Knox Net & 
Flax Spinning Company, and vice- 
president of the United Shoe Ma- 
chinery Company. 

He was a trustee of the Washing- 
ton Trust Company and a director 
of the First National Bank of Pater- 
son, N. J., the Hanover National 
Bank, the Pintsch Compressing Com- 
pany. the Safety Car Heating & 

—s ge 5 and the United 
States Smelting, Refining & Mining 
Company. 

He was a member of the Union 
League, the Republican, the Mer- 
chants and Rumson Country clubs, 
the Huguenot Society, and the 
Automobile Club of America. He 
is survived by his widow, who was 
Miss Adelaide Sprague, and by four 
sons, Thomas, lent. William W. 
and Fritz K. Barbour. 


PHILADELPHIA—The Superin- 
tendents, Foremen and Associates 
Association of Philadelphia and vic- 
inity will be addressed by Hon. 
Aaron S. Kreider, shoe manufacturer 
and Congressman from the State of 
Pennsylvania, Friday evening, Mar. 
%h, in the Assembly Hall of the 
"hiladelphia Bourse Building, at 

30 o’clock. The subject of the 

dress is, ‘‘How best to prepare 

the conditions that will exist 
the close of the European War as 
ating to the Shoe Industry.” 











PRING SEASON 
OPENED 


All Chicago Starts Spring 
Openings 


CHICAGO—Special dispatch— 
Today promises to be a sales day of 
considerable proportions. By _ al- 
most general consent the shoe shops 
and the shoe departments con- 
cluded their clearance sales on the 
last day of February. 

New Spring merchandise is re- 
vealed in every store—tans are 
shown by Marshall, Field in all 
styles and grades from adult to 
child. Spring opens with a vigorous 
sales program that means a wonder- 
ful season ahead. 


A CHILEAN’S 
; TRIBUTE 


Manufacturer Salutes the Flag 


BOSTON—Augusto Magnere, of 
Santiago, Chile, a prominent South 
American shoe manufacturer, who 
has just sailed for his country after 
a several months’ visit to the United 
States, addressed to the Secretar 
of the Boston Boot and Shoe Clu 
the following letter which was read 
at the meeting on Wednesday eve- 
ning: 

‘Please _convey my _ cordial 
greetings to your distinguished 
President, Mr. Herbert L. Tink- 
ham, and express to him the 
pleasure that I have taken in 
meeting him and the other mem- 
bers of your club, with the hope 
that the acquaintance may be 
renewed when I return to Boston 
next year. 


**Since your banquet is to have 
a patriotic as well as a social 
character, permit me to join 
you with all my heart in salu- 
ting the flag of your glorious 
country. 

**As one of your great men said, 
that every individual has two 
countries,—his own and France, 
—so I may declare that every 
South-American has one coun- 
try beside his own which he 
admires, respects and loves, and 
that country is the United States 
of America. May the stars and 
stripes stand before the world 
forever as an emblem of liberty, 
democracy and progress!”’ 


HILADELPHIA 
CHAMBER HONORS 
HARPER 


Héads Shoe Group 


M. G. Harper of the Harper Shoe 
Co., former president of the Phila- 
delphia Shoe Retailers’ Association, 
has been appointed chairman of the 
Shoe Group of the er of 
Commerce, on the recommendation 
of A, C. McGowin. 





HOE AND LEATHER 
EMBARGO PROBLEMS 


Newest Developments, with Trade 
Opinions and Possible Effects 


BOSTON—The publication of the 
terms of the embargo by Great Brit- 
ain on the importation into that 
country of (amongst other things) 
boots and shoes and materials for 
their manufacture has been the 
cause of keen interest amongst 
trade leaders during the week. The 
exchange of cablegrams with private 
sources in England develops the 
fact that the prohibition is absolute 
and that special licenses to import 
these products are unobtainable 
even for contracts previously placed 
abroad. However, there seems to be 
an understanding that if sellers 
insist upon buyers completing exist- 
ing contracts conditions might be 
modified to permit completion. 

Prospects on Unfilled Orders 

American manufacturers, there-- 
fore, who have contracts with Brit- 
ish shoe and leather buyers not 
yet completed, are preparing to 
insist on the carrying out of agree- 
ments made in good faith, and with 
— prospects of success, principally 

ecause there is at present no 
surplus of leather or shoes in Great 
Britain, and also because means 
could be found of bringing pressure 
to bear at least to insure our manu- 
facturers against monetary loss 
under these contracts. 

Speculation as to the effects, of 
the embargo took all angles in the 
market; there were even those who 
said that it would result in higher 
prices in America; but the con- 
census of opinion is that in itself it 
will have no appreciable effect. The 
British Government henceforth will 
have absolute control of shoe and 
leather imports through the “special 
license” provision, and _ shipping 
facilities and possibly prices will be 
governed by _ its idea of the 
necessities of the situation. 

Trade Leaders’ Views 

According to John S. Kent of 
Brockton, Mass., President of the 
National Boot and Shoe Manu- 
facturers’ Association, the embargo 
may ultimately ease the market in 
this country to an extent where the 

rice of shoes will be somewhat 
ower than was contemplated some 
months ago, when the leather market 
appeared to be facing a crisis. 

r. Kent and others who are close 
to the situation say that so far as the 
finished product is concerned Great 
Britain has not been much of a 
factor in the shoe industry, as she 
bought very few army shoes in thi 





country. Our best customers were 
among the other allied nations and 
it is thought that England’s action 
in declaring the embargo is prompted 
by the knowledge that she has 
sufficient reserve supply of leather 
on hand to take care of immediate 
needs. ; 
It is contended that even if the 
embargo results in a larger supply of 
leather for the domestic fren: it 
will be some time before the eased 
conditions will be reflected in the re- 
tail price, and until the other coun- 
tries get to a point where they can 
take care of some of their own re- 
quirements this country will be the 
natural source of supply for the bulk 
of the leather and shoes needed for 
the troops and the people at homie. 
Shipments En Route 
James H. Grover, of J. J. Grover’s 
Sons, Lynn, Mass., said that the 
aspect of chief concern to his firm is 
what action Great Britain will 
take on shoes now on the way and 
orders yet to be filled. Mr. Grover 
said J. J. Grover’s Sons have recently 
been shipping many shoes to custom- 
ers in Great Britain and Ireland, 
and as he understands that the em- 
bargo forbids any importation of 
shoes into these countries, begin- 
ning Feb. 23, there is some question 
in his mind, as in the minds of other 
shippers similarly situated, regard- 
ing the outcome. It is understood 
however, that provision’ will be 
made to care for shipments in hand or 
en route on the date the embargo 
became effective. 
Market Conditions Equalized 
Charles F. Cotter of the Cotter, 
Shoe gone agrees with John S, 
Kent to the extent that he thinks 
the British embargo will tend tc, 
equalize conditions. In other words: 
he does not believe the embarg< 
is to have a material effect either. 


way. a 
Said Mr. Cotter: ‘‘A lot of stuff ~ 


has been shipped across, but is not 
being shipped now because of the 
U-boats. If this product is held in ~ 


this country long enough, it may ~ 7% 
To offset this, 


break the market. 
however, a lack of raw material is 7 
apt to tie matters up, so that’ 
without the finished product being ~ 
ager, and with the hides cut o : 
I should think one effect would . 
about offset the other. 
Trend of Shoe Prices 

E. W. Burt of E. W. Burt & Co., 

disagrees with some of these opin-/ 











SATURDAY 





BOOT AND SHOE RECORDER 


MARCH 3, 191{SAT 














ions, especially with Mr. Kent’s 
theory that the British embargo 
will tend to be a check on the stead- 
ily*rising cost of the family shoe, 
while not immediately lowering 
prices. 

“I believe the embargo will tighten 
the market,” says Mr. Burt. It is 
true that there may be no immediate 
effect on prices, but on standard 
shoes and new, fresh goods, I look 
to see an advance of $1 per pair, 
retail, inside of the next three or 
four months, on Summer and Fall 
goods. Shortage of leather is our 
great difficulty, and it looks like no 
more leather coming in. At the 
same time manufacturers are now 
in the market buying leather and 
toward Summer or early Fall I 
look to see us begin to feel the 
effect.” 

George Gregory of Lynn, who 
recently returned from England in 
connection with the business of the 
Gregory—Bolton Co., manufactur- 
ers’ export agents of American shoes 
and leather of which he is the 
American head, states his belief 
that the embargo will not affect 
adversely our exports of shoes and 
leather which are British necessities. 

“Lloyd George, as shown by his 
speech in the House,” says Mr. Greg- 
ory, “has placed practically every- 
thing under the embargo provision, 
but this is because as a statesman, 
unfamiliar with technicalities and 
specific industries, he could not lay 
lown specific items of what should 
or should not be imported. So he 
covered the matter in broad, genera] 
terms, including practically every- 
thing. This does not mean that 
Great Britain does not need and will 
not demand many of these pro- 
ducts: it merely means the making 
of an embargo with sufficient author- 
ity to be put into effect.” 

England must have leather,— 
uantities of it. Not only must 
she make shoes and trappings for 
her own armies but part of the 
requirements for her allies, par- 
ticularly Russia. It is understood 
that the English factories have just 
taken another contract for 9,000,000 
airs of army shoes, presumably 
for Russia. he leather require- 
ments for such production are 
naturally enormous and in_ large 
measure must be satisfied in Ameri- 
can markets. is may mean some 
buying of upper leather as well. 


QUAKER CITY NOTES 


PHILADELPHIA—A dinner in 
celebration of the ninety-first anni- 
versary of the founding of the leather 
business of J. T. Fitzpatrick & Com- 
pany of which James Salen is the 
present owner, was held this week 
at the Bellevue-Stratford. Covers 
were laid for thirty-two and the 
menus were on squares of sole 
leather and the place cards were 
also of sole leather. Informal re- 
marks were made by Spencer K. 
Mulford of England Walton Co., 
Thomas Leonard of Thomas Leon- 
ard & Son, Harry McAdoo of Mc- 
Adoo & Allan, J. H. Law, president 
of the Gerard National Bank, and 
oO ‘ 

eee? 


The February meeting of the 


Philadelphia Shoe Manufacturers’ 
Association was held on Thursday, 
February 22d in the rooms of the 
Chamber of Commerce, this city. 
President Duling presided and only 
matters of routine character were 
brought up. 





ENTRAL LEATHER 
COMMON EARNS 
33.1\PER CENT 





NEW?YORK—Comme nt is heard 
in the trade on apparently healthy 
financial conditions in the leather 
industry, based on the publication 
of the annual report of Central 
Leather to Dec. 31, 1916. Total 
net earnings were $17,327,409 com- 
pared with $8,465,104 last year, and 
$6,715.131 in 1914 while the total 
surplus for these years respectively 
is given as $20,383,667, $10,500,721 
and $7,792,793. The balance in 
hand Dec. 31, 1916 of $13,158,271 
is equal to 33.1 per cent on common, 
compared with 10.8 per cent the 
previous year. In the last quarter, 
market conditions, together with 
large orders for leather for export 
and an increased domestic demand, 
advanced the prices of leather to a 
point which made the fourth quarter 
the best of the year, or practically 
double in volume over any previous 
quarter. 

The company has no indebtedness 
except for current monthly accounts 
and dividends declared and unpaid. 
Current assets are in excess of cur- 
rent liabilities by the sum of $69,- 
687,942 and are $37,351,792 in excess 
of the entire liabilities (including the 
bonds) exclusive of capital stock. 

While the financial condition of the 
company is satisfactory a greatly in- 
creased amount of money is required 
to operate at the present level of 
prices over what was necessary a 
year ago, our inventories at cost be- 
ing about $12,000,000 in excess of 
1915. 


Diréctors in view of the unusually 
large earnings during the last year 
have thought it wise to charge off 
additional depreciation of $2,000,000 
against plants and real estate, which 
with the annual deduction for stump- 
age cut and bark peeled, resulted, 
after adding the cost of two new 
extract works and two saw mills, in 
a reduction of the amount of the 
property account, as shown by the 
——. by the sum of $2,494,482. 
All repairs and improvements have 
as usual been charged to operating 
expenses and exceed the previous 
year—the total sum being $1,654,110. 

If this nation enters seriously 
into the preparedness campaign, 
or if the course of events leads us 
into open hostilities, it is inevitable 
that Central Leather will be a de- 
cided beneficiary. With hemlock 
sole leather one of the essential 
war commodities, it is understood 
that Central Leather produces about 
80 per cent of all the hemlock sole 
leather made in the United States. 


PPOINTED CHAIN 
STORE BUYER 


Richardson Forsakes the Road 








CHICAGO—“Jimmie”’ Richardson, 
known to all on the road, and for 
ears associated with the Fiske Shoe 
Leather Co., has just severed his 
connections and is now in the other 
end of the game, having taken a 
sition as buyer for the Pugh’s 
tores of Chicago, which operates a 
chain of seventy-two stores. Mr. 
Richardson reports that their busi- 
ness is successful and he is at the 
— time figuring on how soon 
e can go East to place his orders 









RAPHIC COST 
, FIGURES SHOWING 
UPWARD: TREND 





PST: LOUTS, Mo.—At the organ- 
ization of the Missouri Shoe Retail- 
ers’ Association, the following com- 
parative manufacturing costs per 
air, based on cost records of the 
rown Shoe Co., of St. Louis, were 
given by President John A. Bush of 
the company: 
Lady’s 8-inch Glazed Kid Lace 
Boot 


wee. W985 Got... «06.05 $2.45 
SS ieee, 2.50 
SS Bearer 3.30 
_  . » eee 4.77 


Man’s Gun Metal Calf Bal, with 
Mat Calf Top 


Bem. 5995 eost.......... $2.97 
= ee 3.12 
CS .. Serre 3.82 
Es ere ree 5.09 
Man’s Tan Calf Bal 
Feb. 3915 cost.......... $3.14 
. SS 3.25 
S| Fier rrree 4.07 
> AWS 5.33 
Side Leather Gun Metal Bal. 
Feb. 1915 cost.......... $2.13 
, = 2a 2.19 
/ SS. errr 2.58 
_. 3), Arenas: 3.31 


OAST SHOE ‘ 
JOBBERS 


ORG ANIZE was elected recently. 





SAN FRANCISCO, Cal.—To fur- 
ther the interests of the footwear 
trade on the Pacific Coast, the 
Wholesale Boot and Shoe Associa- 
tion of California has been formed, 
with headquarters at 444 Market 





for Spring and Fall merchandise. 


: FPEATURES THIS 
; WEEK 

? “Style All the While” 

? FEMININITY IN_ 33 
? FASHIONSIN 

: FOOTWEAR. . . 

: THEDAYOFSTYLE. 34 
: DIVERSITY OF 

: STYLES AND MA- 

3: TERIALS. . . . 35 
? ADVANCE STYLES 

: FOR WOMEN . 36-43 
: ADVANCE ST Y LE 

: FOR MEN. . 44-47 
: BUTTONS, BUTTONS 

: BUTTONS ... 49 
? COSTUME FOOT- 

: WEAR THE LAT- 

: ESTDEVELOPMENT 49 
? RETAIL ADVERTIS- 

:  INGSERVICE . . 52 
: RUBBERREALM . 79 
: LEATHER MARKET. 107 
: SHOE MARKET COM- 

; MENT. .... 89 
: ASSOCIATION NEWS 133 
? WANT ADS AND OP- 

:  PORTUNITIES. . 150 
: BUSINESSCHANGES 151 
? INDEX 152 








| Street, San Francisco. The charter 
‘membership consists of fifteen firms, 
as follows: 

San Francisco: Buckingham & 
Heckt; United Workingmen’s Boot 
& Shoe Co.; Cahn, Nickelsburg & 
Co.; Williams, Marvin & 3 
McElwain, Young Shoe Co.; H. M, 
Rogers, E.. E. George, Nolan Earl 
Shoe Co.; Frank Hyman and 
E. J. Egan & Co. 

Los Angeles: Stewart-Dawes Shoe 
Co.; Cohn Goldwater Shoe Co. 

Sacramento: A. A. Van Voorhies 


oO. 
Eli Wiel of Buckingham & Hecht 
is pouteens and T. M. Earl of the 
Nolan Earl Shoe Company, treas. 





urer of the new organization. 


NEW 


OFFICIALS IN 





Arnold Hartmann of Hartmana 
Bros., Inc., hides and skins has been 
elected a Director of the Peoples 
National Bank of Boston. Mr 
Hartmann’s firm has had an un- 
usually successful career. 

George H. Corey, for many years 
Cashier of the Bank, has been elected 
Vice-President, and will continue to 
serve as Cashier. 

has. F. Weed, President of the 
Boston Chamber of Commerce this 
week undertook the duties of Vice- 
President of the First National 
Bank of Boston, to which office he 


HOE TRADES CLUB 
BEING ORGANIZED 





BOSTON, March 2—The move- 
ment for a down-town club for the 
shoe and leather industry, which 
has been considered for a long time, 
has taken definite form in the 
peemetiee of The Shoe Trades’ 

lub. Over five hundred signatures 
have already been obtained as a 
basis for organization, and a meeting 
of all who are interested is to be 
held at the rooms of the New Eng- 
land Shoe and Leather Association 
tomorrow, Saturday at 1 P.M. 
to perfect the — and enroll new 
subscribers. The objective is one 
thousand signatures, and tentative 
plans call for the creation of a club 
complete in its service, with restau- 
rant, billiard rooms and other fea- 
tures that go to make for social 
convenience and entertainment. 


PRACTICAL 
EDUCATION IN 
INDUSTRY 


BOSTON—The Shoe and Leather 
Class of the Boston Continuation 
School is carrying out a program of 
visits of inspection to various manu- 
facturing plants in Boston and 
vicinity under the direction of 
Instructor James W. Dyson. During 
the remaining weeks of the course the 
pupils are to visit the headquarters 
of Pfister & Vogel Co., the A. C. 
Lawrence Leather Co., and C. G. 
Flynn Leather Co., in Boston to 











BOSTON BANKS] 
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complete their leather trade studies, 


will be opened 
Major Chasles T. Cahill, Adver- 





a an er of the United Shoe 
Machinery Company. 


and the shoe manufacturing course ; 
with a lecture by | 
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pREPAREDNESS URGED 


ON THE 


Military, Economic, and Social 
Preparation to Meet War 
Aftermath Urged 


The keynote of the Boston Boot 
and Shoe Club’s final dinner of the 
season at Hotel Somerset on Wed- 
nesday evening, was “What Can I 
Do for My Country,” and in harmony 
with this theme was a program of 
patriotic music and a notable display 
of the national colors. 

In the unavoidable absence of 
President Herbert L. Tinkham, the 
chair was occupied by Vice Presi- 
dent Wm. H. Odell, who introduced 
as the first speaker the Editor of the 
“Boston Herald,” Robert Lincoln 


O'Brien. 
*61862-1917”" 

Following a comparison between 
the men attitude of our people 
in Civil War days and today, Mr. 
O’Brien compared the theme of 
Civil War oratory that “the life of 
the nation is at stake” with the 
thought that today the civilization 
of the Western World is at stake 
and we are very near participation” 
Continuing he said: “In this event 
we have no right to assume that our 
part will be a small one for when we 
embark into the stream of  inter- 
national affairs, it is impossible to 
say how far we can go. Certainly 
the nations now involved have been 
carried beyond points of which “ 
had not previously dreamed. If 
the war were to cease tomorrow the 
annual interest charge on the Ger- 
man debt alone would be six hundred 
million dollars, to be borne by the 
population of sixty millions. at 
would be our own burdens judged 
by the tgend of American national 
finance? We think of the huge 
pension appropriation as working 
out at perhaps $2.00 a head; our 

rk barrel expenditures as thirty- 

ve cents per-capita. Now, we, 





SHOE TRADE 


as a nation have not got down to 
brass tacks* on military matters. 
The mass of people in Europe are 
subject to conscription; here we bid 
for defenders in the open labor 
market. Many Americans admire 
German and Swiss efficiency in 
military preparation when the war 
broke out, but how would we look 
upon the adoption of the Swiss 
system. What debts are we going 
to pile up by going into preparation 
along the lines that we have been 
doing? What are we going to do 
for the future? If the present war 
should end tomorrow, but with no 
progress made towards the settle- 
ment of future disputes, we should 
in common with other nations have 
to undertake very large obligations 
for preparedness. When we think 
that the per capita cost of govern- 
ment in Massachusetts for the sup- 
port of city, state and nation is 
today $261.70 to what point will 
that cost rise when we become 
involved in war?” 
Strengthening Our Social Order 
There is a lesson for us in the 
fact that in Europe the mass of 
people are engaged to pay the enor- 
mous interest charges and ultimately 
the debt itself back to those who 
have stored up the wealth of the 
world and who sold it to their 
governments for national require- 
ments. If our present social sys- 
tem is to stand the strain occasioned 
by any general appreciation of 
the tax placed on unborn generations 
then it will surely be possessed of 
extraordinary strength. It there- 
fore behooves us now, as one phase 
of preparation to meet world con- 
ditions, to strengthen the lines of 


of the millions who will bear the 
burden.” 


Tribute to H. B. Endicott 


The next speaker, Charles F. 
Weed, president of the Boston 
Chamber of Commerce, and Vice- 
President of the First National 
Bank of Boston, representing the 
Massachusetts Committee on Pub- 
Public Safety appointed by the 
government, referred er 
to the acceptance of the post of 
executive manager for the com- 
mittee by Henry D. Endicott, the 
largest shoe manufacturer in the 
world, who is devoting his entire 
time to this patriotic undertaking. 

Mr. Weed outlined the organiza- 
tion and work of the committee 
and the steps that are being taken 
to assist the National Government 
so far as Massachusetts and New 
England are concerned. 


Patriotic Message Read 


Following the final speaker, Mel- 
vin M. Johnson of Boston, Secre- 
tary Thos. F. Anderson, of the 
Club, read the following telegram 
from Congressman, A. P. Gardner 
of Massachusetts. 

“Washington, D. C., 

“Best wishes to the patriotic boot 
and shoe men. Solid men of Boston 
always have been patriotic and will 
not fail the nation now. We are 
hoping that you will pass resolutions 
expressing your belief that there must 
be no backward step, that we must 
maintain American honor and Ameri- 
can rights upon the high seas, no 
matter what the cost, and that our 
standing amongst the nations of the 
world demands that the President 
make good his solemn warnings. 

“A. P. Gardner.” 


This message epitomized the feel- 
ing of the three hundred diners pres- 
ent so well that the following resolu- 
tion was unanimously adopted: 


WHEREAS—Our Country is 
confronted with the gravest in- 
ternational crisis of the present 
generation, arising from the wil- 
ful disregard of its rights upon 
the high seas, and elsewhere, 
on the part of a hitherto friendly 
Nation; therefore be it 

RESOLVED—That the Boston 
Boot and Shoe Club hereby cor- 
dially pledges its loyal support 
to the President, to Congress 
and to the Governor and Legis- 








our social order to stand the impact 


lature of Massachusetts and to 


the Massachusetts Committee 
on Public Safety in any measures 
they have taken, or may find it 
necessary to take, for the safe- 
guarding of our Republic and its 
people, for the upholding of our 
National honor, and for the 
preservation of international law 
and the principles of humanity, 

The election of officers resulted 
in only one change, the retirement of 
Ww. Thatcher Hollis, whose three 
year term on the executive com- 
mittee had expired by limitations, 
and the election in his place of Burt 
W. Rankin, of Hunt, Rankin Leather 
Co., Boston. The roster now is: 

President, Herbert L. Tinkham, 
lst Vice-President, William H. L. 
Odell; 2nd Vice-President, Oliver M. 
Fisher; Secretary, Thomas F. An- 
derson; Treasurer, Frederic M. 
Haynes; Assistant Secretary, George 
W. Wright. 


Executive Committee 


Francis Cobb, Albert M. Creigh- 
ton, Joseph A. Dasha, H. B. Dillen- 
back, Philip H. Fraher, J. Rush 
Green, Burt W. Rankin, Peter W. 
Hutchinson, Charles M. Lawrence, 
A. L. Lincoln. 


NEW SHOE 
CORPORATION 





CHARLOTTE, N. C.—The in- 
corporation is announced of The El- 
kin Shoe Co., of Elkin, capital $250,- 
000 authorized and $150,000 sub- 
scribed for the purpose of operating 
tanneries, the manufacture of shoes, 
harness and other leather products. 
Incorporators are A. M. Smith, 
M. A. Biggs, R. G. Smith, etc. 


BOSTON—A certificate of incor- 
ration has been issued to the 
iller Shoe company of Danvers, 
authorizing that company to engage 
in the shoe manufacturing - business 
in this state. The new corporation 
is capitalized at $20,000, which is 
represented by 200 shares of com- 
mon stock at a par value of $100 
per share. . } 
Herbert A. Miller, Danvers, is the 
president and treasurer of the com- 


pany. 
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TYLES FOR SPRING 
IN PHILADELPHIA 
FACTORIES 


PHILADELPHIA—There is about 
an equal division between high 
and low cut styles in the women’s 





shoes that are now coming through 
the factory of M. Elkin & Co. 
of this city, and in the high 


shoes there is a very strong showing 
of cloth top styles particularly in 
fawn and pearl over vamps to 
match and vamps in tan and black. 
One of these cloth top models is a 
9-inch lace boot having a wave 
collar. The shoe is made in silver 
gray and other colors and they find 
that it is a model that is tnteresting 
a great number of their customers. 
he Stenton tie which is a low 
cut along colonial lines having a 
pointed tongue, is one of the most 
popular of the low cut models and 
this style is also being made up in 
ractically all stocks. They find 
owever, that there is a very limited 
call for colored leathers in low cut 
styles, the bulk of the business going 
to the white and black stocks. 


CLINTON CLARK 
JOINS FORD 


Gets Big Territory for Rochester 
House 


ROCHESTER, N. Y.—C. P. 
Ford & Co. have added Clinton 
Clark to the selling force. He will 
carry the complete line in Okla- 
homa, Missouri, Arkansas, Texas, 
Louisiana and Mississippi. 

The selling and manufacturing 
organization of C. P. Ford & Co. 
has been growing — within 
the last two years, the sales or- 
anization now numbers 14 and the 
actory capacity will be doubled by 
March Ist. 

Mr. Clark is an ex-vice president 
of “the Rochester Association of 
Traveling Shoe Salesmen and has 
covered the South several yearsfor 
Williams, Hoyt & Co. He is a live 
and energetic salesman and _his 
many friends in this market have 
extended their “wishes for success.” 


wu 


EDUCATE 
School to Aid Shoe Production 








SHOEMAKERS 








A new educational enterprise, 
that will be of far reaching impor- 
tance among the shoe merchants 
of the land, is the Independent 
Shoe Trade School of Lynn. This 
school will educate shoemakers in 
the theory and practise of shoemak- 
ing. It will teach them why shoes 
are made, how they are made. It 
will start a line of thought for the 
thorough development of the shoe 
trade, both in the making of the 
shoes and in the wearing of the shoes. 

The trustees of the school, recently 
appointed by Gov. McCall are as 
follows: 

Charles F. Cotter, Albert M. 
Creighton, Charles E. Wilson, repre- 
senting the shoe manufacturers of 
Lynn. All are shoe manufacturers. 

William O. Atwill and Peter 
F. Agnew, representing the shoe 
workers of Lynn. 

Arthur W. Pinkham, Lynn banker, 
and Ralfh Bauer, president of Lynn 
Chamber of Commerce, representing 


BABIES’ 
FOOTPRINTS 


A New Stunt 








_ BALTIMORE—“Had your baby 
‘inked’ yet?” 

The newest idea in identification 
by footprints has been sprung in the 
maternity ward of the Maryland 
General Hospital, and it is some feat, 
for it deals with baby’s foot. To 
know that Willie is your child and 
not the Jones baby, all you need do 


° @ 





is to ink his “‘tootsie’’ with black ink 
and then press the foot firmly upon 
a page of white, nice clean paper— 
the job is done and it does not re- 

uire a wise father to know his own 
child any longer. The probable 
reason that the baby’s foot is used 
instead of the hand by the physicians 
lies largely in the fact that ink is not 

b a See. 

When the imprint has been taken, 
the child’s name, that of his parents, 
together with a complete descrip- 
tion, including color of hair, eyes, its 
sex, nationality and eo defects 
accompany the paper. This tags the 
child unless he manages to swallow 
the evidence, when it is perhaps a 
geet plan to make the baby eat a 

lotter. 

The physicians who plan to es- 
tablish the new system speak high- 
ly of it, and believe that once its | 
success is assured it will become the 
acknowledged method to tabulate, 
calculate and investigate babyhood. 


PATENTED FOOTBALL 
SHOE FEATURED 
IN BROCKTON 


BROCKTON, Mass.—Daniel J. 
Golden of the Golden Sporting Shoe 
Company of Brockton has obtained 
a patent on a football shoe. The 
feature of this footwear is that the 





| seizure of all | j 
jute and prohibition of dealings in 


FoR FULL 
SOLES, $2.00 


Effort Made to Unify Prices 








ville Shoe Association, at its Feb- 
ruary meeting, which followed a 
course dinner at the Louisville-Old 
Inn Hotel, appointed a_ special 
committee to obtain data relative 
to charges now being made by shoe 
repairers for work. It was alleged 
at this meeting that the present 
prices asked are entirely too low, 
considering the advanced cost of 
leather and other materials, and 
that on soling jobs the increase 
should be about fifty cents. An 
effort will be launched‘ to obtain a 
uniform price for repair work, fol- 
lowing the report of the committee 
at the next meeting. At this time 
most of the dealers are getting $1 


soles, including heels. It is proposed 
to get $1.50 for half soles, $2 for 
full soles; and fifty to sixty-five cents 
for rubber heels. 

The meeting brought out the 
largest attendance on the associa- 
tion’s records, there being a total 
of twenty-nine dealers, manufactur- 
ers and jobbers of shoes and find- 
ings present. Several new members 
have been added recently, and the 
association is now stronger than 
ever before and gradually growing 
stronger. A movement has also 
been started looking toward taking 
in the other falls cities, New Albany, 
and Jeffersonville, Ind. 


OVERNMENT 
SEIZES ALL 
LEATHER IN BRITAIN 





WASHINGTON—The British 
war office has taken possession of all 
the leather in the United Kingdom 
the commerce department was in- 
formed in a cable dispatch from the 
American consul-general at London. 
Leather produced between now and 
March 31 also will be taken over. 
Another dispatch announced the 
unsold stocks of raw 


jute. 
NEW STITCHDOWN 


PROCESS TO 
BE USED 








sole is continued up and over the toe, 
forming a flat and an almost square | 
surface. This has the re-enforce- 
ment of a brass plate conforming to 
the turned up portion. The ad- 
vantage of this construction is in the | 
square kicking surface offered by the | 
turned up part of the shoe, thus 
insuring accuracy and power in 
punting and drop kicking. 

Another improvement in this foot- 
ball shoe is a steel plate in the sole 
insuring a firm, yet pliable effect. 
This steel plate is now being used 
in the better grades of football and 
baseball shoes made by the Golden 
company. Orders for the patented 
football shoe have been received 
from several colleges where this 
improved footwear has been _ tried 
out and found to be of value in the 





citizens of Lynn. 








kicking department of the fame. 


NEW YORK CITY—It is an- 
nounced that all rights for the use 
upon stitchdown footwear for the 

eller-Rhodes Sole Reinforcing Pro- 
cess have been taken over by H. 
Jacobs & Sons, manufacturers of 
barefoot sandals, ed shoes and 
other lines of stitchdown footwear, 
and overgaiters and they will make 
these on a very large scale. The 
Keller-Rhodes process is a system 
of inserting what really amounts to 
linen plugs in the soles or possibly 
top lifts of heels of shoes. This is 
done by a stitching operation on a 
machine with waxed linen thread and 
tests have shown that it greatly 
increased the wearing pueety of 
the sole, in fact certain tests have 
revealed that the wear is prolonged 
to almost double that of a similar 


LOUISVILLE, Ky.—The Louis- 


for sewed half soles; $1.50 for full} 


MONEY ORDERS 
TO CUBA 





HAVANA, Cuba—At the requey 
of the Cuban Government, money. 
order service between the Unite 
States and all post offices in Cubg 
except Havan has been suspended 
on account of revolutionary condi 
tions in the island. 





LYON (France) FAIR—U.S. Con. 
sul John E. Jones cables that th 
Fair has been postponed to March 
18, 1917, and urges American busi. 
| ness houses to send more catalogs. 


























ARCADE DRAWS 
SHOE BUSINESS 


NEW 


PITTSPURGH, PA.—The Laza. 

rus-Mensch Company, because of 
the rapid growth of business has 
added two extra rooms, for men’s 
shoes exclusively, about two blocks 
from their present location in the 
new Union Arcade Building. _ This 
building is being erected by H. C. 
Frick, and is one of the finest and 
largest Arcade buildings in the world. 
The first four floors are devoted to 
retail business containing 238 store- 
rooms, and 750 offices from the fifth 
floor up. The rooms leased by 
Lazarus-Mensch Company face on 
Fifth Ave. making an ell shaped 
room with floor space of about 2000 
square feet. These rooms. will be 
the final word in finish and design. 
It is rumored that J. Hanan & Son 
will be located in two rooms just a 
few doors above the Lazarus-Mensch. 
room. 
_ Messrs. Lazarus and Mensch have 
just returned from a buying trip for 
the new store which they. hope to 
open about April Ist. 





[AVIDOWITZ- 
FRIEDMAN 
WEDDING 





NEW YORK CILyY—J. P. 
Davidowitz of the Diamond Shoe 
Company of which his father is the 
head, was married February 20 to 
Miss Helen Friedman. The cere- 
mony took yg at the Hotel Savoy 
at 5.30 and two hundred and fifty 
invitations were sent out. Mr. 
Davidowitz and his bride left on 
Wednesday for a _ wedding trip, 
sailing for Havana, where they 
will remain for some time and return 
to New York with numerous stops 
4 way of the Florida East Coast. 
They anticipate being gone for about 
three weeks, and will take up their 
residence in this city, on their return. 


LEANING UP SHOE 
DEPARTMENT 





WARSAW, Ky.—Graham & Hol- 
comb are conducting a big closing 
out sale of a $5000 stock of shoes, 


< 





which are to be cleaned out by 
rag 20. The firm has announced 
that it is preparing to go into ex- 
clusive dealing in dry goods and 
clothing, and needs the space now 
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T° THE DEALER WHO 

HAS UNSUCCESSFUL- 
LY TRIED TO DO A BIG 
VOLUME - SLIPPER AND 


PUMP BUSINESS, FOX ° 


FOOTERY IS LIKE A RAIN- 
BOW AFTER THE STORM. 

FOX FOOTERY IS REFINED 
ENOUGH FOR THE MOST 
DELICATE—SAUCY ENOUGH 
FOR THE BOLDEST—HIGH 
GRADE ENOUGH FOR THE 
MOST DISCRIMINATING— 
FASHIONABLE ENOUGH 
FOR THE MOST EXTREME. 
BUT FOX FOOTERY IS 
MORE THAN GOOD—MORE 
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THAN MODISH. IT IS 
PRICED TO PLEASE THE 
PURSE OF THAT GREAT 
CLASS WHOSE DOLLARS 
ARE LIMITED—THE BULK 
OF YOUR TRADE—THE 
BROWNS AND SMITHS AND 
JONES AND GREENS WHO 
HELP YOU PAY RENT. 


FOX FOOTERY WILL SNAP 
UP YOUR WINDOWS AND 
MAKE THEM PAY. IT WILL 
SPICE UP YOUR ADS— 
CREATE TRADE AND HOLD 
IT—STRICTLY ON MERIT— 
REPUTATION BEHIND IT— 
FASHION AT THE WHEEL. 
WHY NOT ACT ON “THAT 
FOX IMPULSE” RIGHT 
THIS MINUTE AND ASK 
FOR DETAILS? 


CHARLES K. FOX, Inc., Havernit, Mass. 


















































“ONE PAIR SELLS ANOTHER” 


























In handling Barry shoes you 
have every opportunity for 
added profit. Put in a good, 
strong stock and watch them 
sell. 


Barry dealers are at all times 
provided with shoes that will 
give customers their dollars’ 
worth. 


The Barry plan does not stop When you do this you have not 


cluttered up your store with a 
slow-moving stock. Winter or 
Summer, in fair weather and 
foul, the Barry Shoe sells. 


there—it also includes sales’ 
helps,—store. cards, window 
signs, blotters, circular matter. 


etc. 





Stock No. 963—Pippin Last, Gun 
Metal Button, Mat an Top, 10-8 
inch Broad Heel, Single Sole. C and 
D Widths. Sizes 5 to 10. . Price $3.75 


Stock No. 933—(Unbranded) Cam- 
pus Last, Patent Button, Black Cloth 
Top, 1- inch Broad Heel. B, C and-D 
Widths. Sizes 5 to 10. .Price $3.60 
Stock No. 43—(Unbranded) Copley 
Last, Brown Cordovan Bal, 1-inch 
Broad Heel, Single Sole. A, B, C and 
D Widths. Sizes 5 to 10. .Price $5.75 


Stock No. + a a gy mage Se Copey 
Last, Gun Metal Bal at: 
l-inch Broad Heel, Single "Sole. 
and D Widths. Sizes 5 to 10. 

Price $3.50 
Stock No. 938—Turk Last, Black 
Vici Blucher, 10-8 inch Broad Heel, 
Single Sole. C, D and E Widths 
£3 eee Price $4.00 

































Stock No. 940—Plaza Last, Gun Stock Dept. at New Stock No. 935—(Unbranded) Regis 

any 8 ye ha bg A a So > ge cw To 

inch Broad Heel, Single Sole. C, -inch Broa eel, Single Sole. 

and E Widths. Sizes 5 to 10. York and Brockton Cand D Widths. Sizes 5 to 10. 
Price $3.50 Price $3.75 











-T. D. BARRY COMPANY- 


Brockton, Mass. 


BOSTON OFFICE NEW YORK OFFICE 
183 Essex Street, Room 204 819-A Flatiron Building 
Address All Communications to Our Brockton Offices 
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Many of our customers who have bought 
Lion Brand Shoes made of Hardy Hide 
for years, would not now buy Elk Shoes 
at any price. Experience has taught 
them that Hardy Hide is the best leather 
for work shoes. 

We tan the leather and make the shoes. 
We control the quality of both. 
Confidence is built on quality, the kind 
of quality there is in Hardy Hide. 

We want your confidence. 


Let us prove that we deserve it. 


Our salesmen are showing a large line of 
Hardy Hide shoes bearing the Lion 
Brand trade mark. 

Very truly yours, 


Harsh & Edmonds Shoe Co., 
Milwaukee. 





“MADE IN MILWAUKEE ~ 








4 BOOT AND SHOE RECORDER March 3, 1917 


Introducing a New Prlg 


Shoes With Mol, 


The Dream of Every Tu 


























rn 
eS) URN shoes have always been 
process 1 4 — made with a stiff, flat counter 
EA, Jomine shoe | that is moistened, bent and in- 
- ST 0g le || 0 a 
Q| | dolore canker | serted into the shoe. 
Sy 2 5 fastened E) | The back of the shoe is then hammered and 
| On. 5 | ironed in order that the wet counter can be 
NN moulded around the last. 


The counter then dries in the shoe. 


The drawback has always been that counters 
expand when wet from one-eighth to one-quarter 
of an inch over their normal size, and shrink 
when they dry in the shoe. 


it has been impossible to secure uniformity in temper- 
ing or moistening counters, with the result that a frac- 
tion of an inch of too close stitching will weaken the 
strength of the best counter, and its shrinkage in the 
shoe makes a wrinkled heel that only the hardest iron- 
ing can remove—and that only temporarily. 
































Now comes a method that overcomes all these drawbacks 
that gives to a Turn Shoe a wonderfully smooth heelseat, 
exactly the same as a high-grade Welt or McKay—which 
makes possible the practical use of a moulded counter 
that is accurately made for each individual last—moulded 
perfectly and placed dry in the shoe. 








In Stock Styles 











Style 119—Plain Toe Blucher Ox- 
ford. C, D, E widths..Price $3.00 





Style 114—Stock Tip Oxford 
Rubber Heel. EE width. 
Price $2.00 




















AULT-WILLIAMSON 
Auburn,| 4 








‘u 











March 3,1917 “THE GREAT NATIONAL SHOE WEEKLY” 


ocess of Making Turn 
ulded Counters 


rm Shoe Manufacturer 





HIS new method eliminates all 
wrinkles and secures from the 
counter its maximum wear. 
The different processes of this new method are 
photographically shown in rotation on these two 
pages. 


The Ault-Williamson Shoe Company, manufacturers 
of the CONSTANT COMFORT shoes, are the first 
turn shoemakers in the country to produce shoes under 
this new patented process. 





The practical adoption of the moulded counter in turn 
shoes was worked out in conjunction with the Mousam 
Counter Company, and their “Horn Fibre’? Counters 
are used exclusively in the making of our shoes. Their 
“A. J.” mould, which the Ault-Williamson Shoe Com- 
pany adopted for the new process, meets all require- 
ments for perfect fitting, flexibility and guaranteed 
service. 





The Ault-Williamson Shoe Company is in position to give its 
customers Turn shoes that are better in appearance, that possess 
longer wearing qualities than ordinary turn shoes, at no addi- 
tional cost. 


This service, this initiative, THESE SHOES are all at your 
service! 


In Stock{Styles 





Style 120—Kid Seamless, Rubber 
Heel Oxford. C, D, E widths. 
Price $3.00 


Style 115—Stock Tip Blucher 
Oxford, Rubber Heel. D, E 
Rees eae Price $2.75 








SHOE COMPANY, MFRS. 


Maine 
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7 Sis 


Jor Children 


An Exclusive Line of 
Qualify Footwear that - ae 



























Retails at 
Popular Prices for Me’ 





No. 649 


Patent Colt, Black Corkscrew Cloth 
Top, Single Sole, McKay, Broad 
Footform Last No. 49. 81% to 11, D 
Width; 114% to 2, D Width; 2% to 
7, Girls’ D Width. Last 108. 


Child’s Patent Colt, Mat Kid Top, Goodyear 
Welt, Skuffer, Tredshure Last No. 16. 
Sizes5 to 8, E Width. 

Sizes 814 to 11, E Width. 


No. 433—Same Shoe in All Gun Metal 


Sizes 5 to 8, E Width. 
Sizes 81% to 11, E Width. 





No. 825% 
Hi-Cut Gun Metal, Dull Kid Top, Bal, Mc- 
Kay, % Double Sole, Walking Last No. 111. 
Sizes 11% to 2, D Width. 

Sizes 214 to 7, C and D Widths. 






Order Now---These Shoes Are Cer- 
tain to Cost You More Money Later 








Style No. 825% Style No. 435 


KALT-ZIMMERS MFG. CO. 


MILWAUKEE, WIS. 




















HOMPSON SHOE CO. 
ST. PAUL 


In the Heart of the Winter Sports Country 









MANUFACTURERS OF 


Skating Shoes and Work Shoes 






A FEW OF OUR NUMBERS 


Made in Welt or McKay 
120—Men’s Black Kangaroo 6-inch Hockey. 






122—Ladies’ Black Kangaroo 6-inch Hockey. 





128—Men’s Black Kangaroo 6-inch Heelless 
Racer. 






130—Ladies’ Box Calf 8-inch Skater, Rich Brown 
Trim. 







131—Ladies’ Pearl Buck 8-inch Skater, Rich 
Brown Trim. 






132—Ladies’ Pearl Buck Skater, Black Trim. 






185—Men’s Tan Lotus Hockey. 






233—Ladies’ Black Kangaroo 8-inch Hi Top 
Skater. 







SKATERS ARE GOOD 


High grade counters, made to stand the 
side strain while skating. . 


WHY THOMPSON 


We use only the best of leather in both 
uppers and soles. 















All ankle straps are genuine harness Warm eiderdown linings. 
leather, well stitched, and will not Sheep lined tongues. 


get soft and stretch when wet. 
j : te . Heavy web stay to prevent the leather 
First quality waxed thread fis used in ham: shinies 
stitching the uppers, {which will ' : ; 
not rot. Heels well put on. 


LET US SEND YOU SAMPLES 


We Also Carry a Complete Stock of Work Shoes 




















——_— 


— a ee ee 
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Education 


Her “Onyx’ 


Scene 1. Leaving for College 


MOTHER: You may need stockings to match these new 
slippers. If you do, buy the “Onyx” Brand. The best place ' 
to get them is at a shoe store. Then you can be sure of 


reaily having them match. Almost every shoe store of any 


account carries ‘‘Onyx.’’ You won't have any difficulty 
at all. 


(To be Continued) 














PYTITIIIII th 
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“Onyx” 


The most influential word 
in hosiery selling 


To say “ONYX” to the woman who comes to you for hosiery—or simply 
to point to the “ONYX” emblem stamped upon the toe of the hosiery 
you offer her-—-is to avoid the necessity of further explanation. 











Reg V.S.Pat. orfice Reg US.Pat. orrice 


=—_— —— 
PTTTTTITITITITTTT TT 
SESSSSEEEESS 





She’ll never ask you if “ONY X”’ will wear well or any other question she 
might raise on hosiery she knew little about. For she knows “ONY X” 
—has known it ever since she was old enough to understand the differ- 
ence between responsible and irresponsible merchandise. 


Most of the present women of fashion learned—almost at their mothers’ 
knees---that ““ONY X”’ means the world’s standard hosiery--a quality 
never varying---never failing. 





They in turn are educating their children in the same way. 








So in selling ‘SONY X”’ you have the tremendous cumulative backing of a 
reputation that extends to every home and which grows more power- : ' 
ful and far reaching with every pair of “ONY_X”’ sold. 











Such hosiery established on such a basis is emphatically the hosiery for 
the shoe merchant to offer his trade--- 


---Not merely for the sale of hosiery, however. The fact that you sell 
“ONYX” carries to your customers the further conviction that all your 
merchandise is selected according to the highest quality standards. 


Ninety Percent of the most Successful Shoe Store Hosiery Depart- 
ments Started with ‘‘Onyx’’ and Still Continue to Feature It 


BOSTON OFFICE Emery -eers Company, Inc. CHICAGO OFFICE 


31 Bedford Street The Lytton Bldg. 
PHILADELPHIA OFFICE NEW YORK SAN FRANCISCO OFFICE 
1033 Chestnut Street SUCCESSORS TO THE WHOLESALE BUSINESS OF Bankers Investment Bldg. 


Lord & Taylor 
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((OSYTOES) 
whet iss Fannie Wara 


One of Americas most popular 
“oung Moving Picture Actresses 
wearing ® pair or 








otandard felt 
ol ippers 


The 
Most Salable Line in America 


Never in the history of footwear have fine felt shoes and slippers attained such a high de- 
gree of attractiveness, artistry and serviceability, and never before has there been such a 
marked demand for high-class novelty effects such as we have introduced exclusively. 


We are offering more colors then ever before notwithstanding the dye situation which is hitting most felt manufac- 
turers hard. Ten more new shades are offered by us this season—Shell Pink, American Beauty, Chamois, Robin Egg Blue, 
Peacock Blue, Turquoise, Furlana Green, Belgian Blue, Burgundy and Sage. An almost limitless number of dashing 
novelty effects in every imaginable color are shown. 


The incomparable line now being offered by us appeals strongly to the consumer, and a tremendous demand has been 
created wherever shown. This alone attests the extraordinary success of the STANDARD line as a money-maker for you. 


Hundreds of leading dealers throughout the country have quadrupled their sales of felt footwear with the STANDARD 
line. You can do the same. Get in touch with us at once, and we will show you how. 


LET US SUBMIT SAMPLES. OUR SALESMEN ARE NOW IN ALL 


PARTS OF THE COUNTRY. WIRE OR WRITE US FOR ONE TO 
CALL UPON YOU 


STANDARD FELT COMPANY 


General Offices and Factories, WEST ALHAMBRA, CALIF. New York, Chicago, San Francisco 


~ eg yet wis OP ons 
SRR aan 


nee 
I 
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Rict’s Famous 


| J nsMarioue 
| U SHOES 








They are made to please the 
trade to which you can sell 
shoes at a profit. Along with 
distinction in style, they assure 
your customer of quality com- 
J mensurate with the price she 


jy pays. 


| Style 3391—Welt, Dark Brown Nu- 
R buck Lace’ Boot, Low Heel. 
\ Price $5.56 






Style 1573—McKay Button Boot, 
Black Kid Vamp and Collar, 16-8 
Leather 4% Louis Heel, Pearl Gray 
GO WE 6k ccanacasans Price $3.75 





a a a 


FOR FALL Jus 


These Illustrations Are Exact Reproductions of Shoes that 
Correctly Show the Most Authoritative Designs for Fall 


“THE GREAT NATIONAL SHOE WEEKLY” 
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Rict’s Famous 


LOWE 
SHOES 









Style 3501—Welt Lace Boot, To- 
basco Brown Vamp and Quarters, 
White Kid Lace Stay and Collar, 16-8 
Louis Wood Covered Heel. 

Price $6.25 





Style 1551—McKay Lace _ Boot 
Black Kid Vamp, Lace Stay and Col- 
lar, Black Cloth Top, 16-8 Leather 4 
ee ere eee Price $3.65 





’ These illustrations will surely make you want to see more of our styles for Fall. Our salesmen are now in their terri- 
- tories ready to call on you at your request. Write us immediately to send you samples, charges prepaid—a late 1917 cata- 
| logue, or else to have our salesmen visit you with complete line. 


Price Subject to Change 


| THE RICH SHOE CO. 


Milwaukee, Wis. 











Don’t Miss 1 


SAVE 


All Lots = 


WE CHALLENGE ANY U! 
IN HOUSE TO MATCH THESE 


STOCK 


Ready to Rush 

















No. 226—Women’s Can- 
vas 8-inch Lace, Covered 
Heel, Genuine FB he Sole. $9. 15 
Same in Low Heel. . Price 














S. ROSENBERG 


EVER in our history have we been so 
completely prepared to save you BIG 
MONEY on the styles you need NOW 


a ne a a ee 


Only a few of our most desirable lots can be 
shown here. Our latest bulletin shows many 
more priced just as interestingly. 





Write for a copy today. 














—_— i — i | tt 


S. ROSE NBERG, ate St., Boston, Mass. | Positively No Orders 


’ T Filled for Less Than Case Lots 
| The House That Saves You 15% to 30% illed for Less Tha 




























No. 10 
No. 12 No. ld Gun Metal 8- 
inch Lace, 
Tan Kid Lace Black Vici High and Low 
White Cab. ety ery Heels, 
Top, McKay Ka ae eo year Welts. 
Sewed, High s y +e 
and Low Heel. 7, in w $3.00 
$2.60 { 





\ 
’ 










































This Opportunity To 


>” to ae 


Bought 9 Months Ago—Way 


UNBEATABLE WHITE VALUES Below Present Low Prices 






























s 
” leah ile _— M 223— ae o> White 
o. —Women’s Poplin ary <a uc ce, Goodyear 
FE ee ae Price 874¢ Ceavas '2Strep, "1. 00 yar £24-inch, Beousitel $3.25 
, - j Price 
No. 141—Women’s Canvas Sport a. -* No. 4990— 
Green and Gray Trimmed, Rubbe 92h¢ ] Poplis ‘_— 
+" 2” Sep ry ned Covered Heel. $] 00 
Price . 





























CASE LOTS ONLY Ship Leee Than Case Lote 




















a Genuine Vici 
Seontee icey ace, rey 
uc ace, 
No. 3. Soeexses 
elt 
cu neen and D widths. 
McKay. 


$3.75 





$2.75 
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APPRECIATION 


In the face of unprecedented 
market conditions, when an al- 
most world-wide conflict makes 
it possible to market inferior 


goods at quality prices, our McMaster Ankle Straps 





salesmen returned from the 
road in record time with the 
Spring, 1917, line completely : , 

“SOLD OUT.” ; 3 >. They can be obtained 


in any leather or fabric 


can be recommended as they 
will stay on and always look well 


And this despite the raise in : to retail from $.50 to 
prices necessary to maintain : $1.50. Some styles are 
the standard of quality for : s 
which 


Gordon 


carried in stock. 











HOSIERY oe 
has been noted for more than a WILLIAMS’ SHOES 


half a century. : (UNION MADE) 


This display of unbounded con- : ‘‘For Hard Work and Rough Wear” 
fidence on the part of our af- : 100,000 pairs “ IN-STOCK ” 

filiated merchants is the reward : 

for which we have striven Mey snk Seiki 


throughout our business his- Shoes in Men's, Boys’, 
tory. : Youths’ and Little Men’s 
: Sizes. The various styles 


That we shall continue to give ia include shoes for every 
honest, prestige-building mer- purpose. Our 
chandise at its lowest possible os pace. sa 
market price, the merchants : s service. 

We shall be 


associated with us may rest : pleased to submit 


samples and quote 
assured. prices. 


a 6No. 1631 
Brown Blizzard Blucher, Unlined, 


| an Durrell @ ! ARTHUR A. WILLIAMS SHOE CO. 


: Boston New York : HOLLISTON, MASS., U.S. A. 
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TAN 





Wonderfully durable 
Easy on the feet 















Neat and dressy 
Absolutely 


waterproof 











Backed by a 


Tremendous 
Advertising Campaign 


TEXTAN’S great advantages are being 
told to millions of people. During 1917 our 
advertising will appear in nearly two thousand 
newspapers and in the big popular magazines. 
| Prominent shoe manufacturers are preparing to 

= to meet the nation-wide demand for shoes with 
a TEXTAN Soles—they’ve sold hundreds of 
or thousands already. Ask your manufacturer to 


supply you NOW. 
TEXTAN is a fibre sole, not rubber. You'll make 


more sales and quicker sales by correcting any misunder- 


standing. 
Made only by 


The B. F. Goodrich Company 


AKRON, OHIO At 
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If in need of 


BOYS’, GIRLS’ and INFANTS’ 


Fashionable Footwear 
of every description 


please apply for new 
Spring Catalog just issued 


TUCKER & HAGEN 
CHICAGO 











Tilting Crystal 
Shoe Stands 
Are Popular 





In stores that serve the 
high-class trade, tilting crys- 
tal shoe stands are univer- 
sally used. Every line is 
carefully gauged and each 
stand perfectly proportioned 
so as to be certain of the cor- 
rect general effect.  Illu- 
minated by the light of day, 







































































or the electrical “sunlight 
of night,” the sparkle of 
HEIGHT, 22 IN. HEIGHT, 31 IN. HEIGHT, 20 IN. HEIGHT, 23 IN their highly polished crystal 
BASE, 5 IN. BASE, 6 IN. BASE, 534 IN. 6 IN. . . 
PRICE, PRICE, PRICE, PRICE, base, upright and top, 1s 
$12.00 EACH $15.00 EACH $6.00 EACH $7.00 EACH rich and charming. Send 
for catalog illustrating and 
; GHT, 26 IN. HEIGHT, 28 IN. “ps ; 
TEASE, SIN. FASE. SIN. BASE, 6 IN. describing our complete line. 
PRICE, PRICE, PRICK, E . 
$5.00 EACH $13.00 EACH $14.00 EACH Write for Discounts 
































CRYSTAL FIXTURE COMPANY .. CHICAGO, ILL. 


ROKR KOKORO RRR Ro Mekoteattote oMatotetak kat Metats 





BHO EHCICKCHOHORHCHOR HOHE OREO HOKE 
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ecessities 


ices FOR ALL FOOT —s 
Select the Yellow Package 

To cover the complaint and 
You will always find relief. 


WITH the genuine Dr. Scholl’s scientific ap- 
__-pliances and remedies for the feet you can 
relieve any of the following conditions: 





pA jon 4 Wome - Fm \ Callouses on Sole Bunions Tender or Enlarged 
Gq 1 ie Cramped Toes Hard Corns Joints 
= ane poe Callouses Painful Heels 
Flat Foot Tender Feet Tender Heels 
Hallux Valgus Perspiring Feet Pumps Sliding at Heel 
Feet that stretch out Dryness of the Skin Rheumatic Pains 
into toe of shoe Hammer Toes Metatarsalgia 


Every Shoe Fitter meets these conditions—with Dr. 
Scholl’s standardized and simplified line any one can 
give relief and make sales quickly and easily at a big 
ayes Te, " profit. Beware of imitations. Use the genuine Dr. 
— 7 Scholl’s Foot Comfort Necessities packed in the yellow 


"THE SCHOLL MEG. CO. 


Largest Makers of Foot Comfort Necessities in the World 
MAIN OFFICE AND FACTORY: 
213 W. SCHILLER ST. CHICAGO, ILL. 


NEW YORK TORONTO LONDON, E. C., 
337 Broadway 214 King Street, E. 1, 2, 3, 4 Giltspur Street 














5 oo ine ~ 
r ' ‘ - BF 
» \ 








THESE scientific appliances and preparations are money 

makers and trade builders for you. Every one is made for some 
specific ailment of the fcot which it relieves and corrects. Our catalog 
describes these articles more fully. 








The World’s Standard 


Dr. Scholl’s Foot-Eazer has be- 
come the established standard 
of the world for relieving foot 
troubles and giving comfort to 
the feet. 


Dr. Scholl’s Foot-Eazer 


Supports the weakened arch of the 
foot, equalizing the body’s weight 
upon heel and ball, and relieving 
the muscular and ligamentous 
strain. 














Dr.Scholl’s Anterior 


Dr. Scholl’s 
Bunion Reducer 


Reduces the en- 
> largement; relieves 
3 shoe pressure; stops 





Worn in any shoe, 
making it comfortable. 
Easy to wear. Retail 
price, $2.00 per pair. 











y the pain; and keeps 





the shoe in shape. Retail 
price, 50 cents. 


Dr. Scholl’s Toe Flex 


Straightens bunion toe; _pre- 
vents over- 
lapping; and 
™\ removes 
causé of 
bunion. Re- 
tail price, 
50 cents. 


Dr. Scholl’s 
Absorbo 
Pads 





Quick relief and removal 
of corns and callouses. 
Made of pure para rubber 
to fit snugly over the hard- 
ened growth and effect its 








removal. Also relieve and 





reduce tender, enlarged 


Dr. Scholl’s Pedico joints. Sizes and shapes 
Foot Soap for all needs. Retail 


prices, 10c to 25c each. 

















Metatarsal f 
Arch Support 


For sudden cramps - 
and pains in the ball 
of the foot and for § 
Morton’s toe. Retail 
prices: No. 1-$3.00; 
No. 2-$2.50; No. 3-$3.50. 




















Cleanses the pores; 





skin tissues; stimu- 
lates circulation;and A soothing and 
promotes foot health. healing mas- 
Retail price, 25 cts. sage balm for 
per can. 





sore, tender, in- Per jar. 





removes the dead pr Scholl’s Pedico Foot Balm 


ESSE famed feet. Re- 
tail price, 25¢ 





Dr. Scholl’s 
Foot Powder 


An ideal antiseptic powder 
for hot, feverish, sweaty 
feet. Rubbed on the feet 
and shaken into shoes and 
stockings, it gives a cool, 
restful, comfortable feel- 
ing. Retail price, 25c per 














Dr. Scholl’s Fixo Corn Plaster 


Removes hard, old cornsin 48 hours. 
Retail price, 10c and 25c per package. 




















THE SCHOLL MFG. CO. 

















Chicago New York Toronto London 
Ae 2 EA Be | ot 
be bee ba 3 5 Soa] “eg 
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mone BW ANS’ INSTOCK 
LINES ARE READY 


Catalog No. 11 120 Lines 





In Stock Slyles 


“CATALOG NO. 11 
1917 





Mailed Immediately Upon Request 
Illustrating White Spring and Summer Styles 


Pumps Strap Sandals Romeos 

Sport Low Cuts Juliets Fausts 

Sport Boots Princess Operas 

Ankle Straps House Oxfords Everetts 

English Sandals Comfort Boots Dress Pumps: 
Play Shoes Dress Oxfords 


Ladies’, Girls’, Misses’, Children’s, 
Men’s, Boys’ 


L.B.EvANS’Son COMPANY 
WAKEFIELD MASS. 








atti ok eendas he teaeeaeneae “100 Years of Good Shoemaking” 


L. B. Evans’ Son Company - Wakefield, Mass. 


Boston Office, 110 Summer Street 


EXCLUSIVE 
FEATURES 


in Shoe Ornamentation are found only 
in the ALTERSON line. 


not talked about, yet. 
L. ALTERSON & CO. 


‘Puss: 176-178 CENTRE ST. 
We Even Make Some of the Novelties for the Other Fellow’s Line 
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Retail Shoe Merchants 


BE SURE TO COMPETE IN O’SULLIVAN . WIN- 


DOW DISPLAY FOR FOLLOWING: 


PRIZES 
. Sa 
“Sa 
a 
TEN PRIZES. . 5.00 each 


MOST ORIGINAL DISPLAY 25.00 
Under the following: 


CONDITIONS 


Displays are to feature O SULLIVANIZED SHOES and 
O’SULLIVAN HEELS on repair work. Windows must be 
on exhibition at least one week between March 15 and June 
1. Awards will be made by photographs, which must be 
at least 8x10 inches, and have the name and address of 


sender on the back: 


$2.00 for each photograph received. 


The windows will be judged for: 


ADVERTISING VALUE 
ARTISTIC EFFECT 
ORIGINALITY 


For further information apply to 


O’Sullivan Rubber Co. 


131 Hudson Street 


New York, N. Y. 
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Help Conserve America’s 
(great Natural Resources | 


HE Legislative Committee of the National Shoe 
Wholesalers’ Association reported: Conservation 
of material in such parts of shoes wherein acceptable 

substitutes can be used (such as heels, insoles, counters and 
box toes) is absolutely essential for the protection of our natu- 
ral resources, and to prevent the augmentation of the already 
existing high prices of shoes.” 


MOUSAM 
“HORN FIBRE” COUNTERS 


- An Alternative, not a Substitute for leather counters. 
Will put added service into your product and at the same 
time let you do your part in conserving the leather supply. 


First With the Idea | First in Quality 
First in Guaranteed Service | 


Mousam Counter Company 
121 BEACH STREET - - - - - - BOSTON, MASS. 


AGENCIES 


JOHN C. RUPP CO. FAIRE BROS. CO., LTD. WILKINSON & REGER 
Cincinnati, Ohio Leicester, England Philadelphia, Pa. 
WILLIAM LINKLATER ULLATHORNE, HARTRIDGE & CO., LTD. 


Montreal, Canada Melbourne, for Australasia 
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Our Biltmore Pattern 


A 9-inch Boot, Gray Kid 
Vamp and Foxing, Ivory 
Cloth Top, Leather Louis 
Heel. 


Also, Ivory Kid, Ivory Cloth 
Top. 

Also, Canary Kid, Ivory Cloth 
Top. 

Also, White Cabaretta, White 
Cloth Top. ‘. 


Also, Havana Brown Kid Vamp 
and Foxing, with White and 
Brown Cloth Tops. 





McKays 


Exclusively 


Allen - Foster - Bridgeo Co. 


LYNN, MASS. 
BOSTON SALESROOM, 207 ESSEX STREET 


W. G. BRIDGEO and HARRY A. GOLLER, Sales Department 
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A LINE COMPLETE 
IN ITS ENTIRETY 


OUR SALESMEN 
WILL VISIT YOU WITH A COMPLETE LINE 
OF WOMEN’S 


WELTS IN oe 
TURNS 4g 
AND McKAYs 


, 3 : : Lo 4 Pe * $ 





IN STOCK 











ee Reg. U. S. Pat.’ Office 


Attractive Goodyear Welts for 


<3 Women made with the turn-or- 
Women's White Beek Potsh, 11.8] Welt process, flexible innersole-- | women's wii Ostend Cloth Polis 
Heel 18 Last, McKay 8-in ch Top. uu . ast, a 


same tek Nes 209 that moves with the foot. me Stock a “stan 
Price $2. 








2 














Price $3.50 


INPROVED CUSHION 
SOLE SHOES = 8hykee 
THiS IS DR. REED’S LATEST AND MOST IMPROVED iNVENTION 
FOR A REAL CUSHION SOLE SHOE. 


CRUMBS of COMFORT 


Reg. U.S. Pat. Office 


THE RELIABLE PROFITABLE SELLING LINE OF COMFORT SHOES 


These Three Complete Lines Offer You a Wide and a safe 
Selection For Your Needs The Coming Season. 








WRITE US FOR AN APPOINTMENT 


A. H. Berry Shoe Co., Portland, Maine 
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Process 


Patented 
Patented 
a - Jan. 12, 
li oi 1915 
1913 





PatentedjJan. 12, 1915 


Insist Upon Having the 


YULCO-UNIT 
BOX TOE 


Used in All Your 
Shoe Orders 


Preserves the Style of the Shoe 
Waterproof and Sweatproof 











Shoe manufacturers are using over a quarter of a 
million pairs of Vulco-Unit Box Toes daily 


BEST FOR ALL SHOES 





BECKWITH BOX TOE CO. 


108 LINCOLN STREET - BOSTON, MASS. 








2 
E 


| 
=| 
| 





PITTI 
en 
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RELIABILITY! 


The FASTENATOR Button Machine is 
virtually built around the one word *‘RE- 
LIABILITY.” Its every part is sturdy, 
efficient and RELIABLE. 


The service it gives the merchant is 
RELIABLE. 


And it goes without saying that the FAS- 
TENATOR organization is RELIABLE --- 
that every claim made for the machine is 
a genuine one---proved by repeated tests 
before the machine came on the market. 








So we say to the shoe merchants---**you need the 


BUTTON MACHINE” 


Your business demands it! 





It puts the buttons on your shoes BEST ---in the least time (at 
the least time cost) at the least upkeep cost and in the simplest, 
strongest manner. IT INCREASES YOUR PROFITS! 





The cost of the FASTENATOR is 
sl ght. $65.00 for the stripped ma- 
chine-—-suitable for small and medium 
sized stores—-$125 with electrically- 
driven hopper with a speed of two 
buttons each second. 


FASTENATOR Service is back of 
every machine we sell! 


a «uy * ep + Gp RIB PRPEBOR SY ty yy yy ly uy wy Ww > > > > as > 


RORCRARARARERARARORPORMSRARGERERARaRe Renan 


The finest shoe stores in the country 
--—Cammeyer---Walkover, etc., etc., 
are constant users of the FASTEN- 
ATOR. This fact tells a story in itself! 


Get in touch with us—-we will tell 
you fully, freely, and honestly all 
about the FASTENATOR---what it 


means to your business. 


Automatic Button Machine Co. 
78-82 Reade Street, New York City 


whe Ah Ahr ARs hy As Ms Ay Ah Me My Ae My Ay My Ae Ade Ay My hy ABs Me A Abe Abe AR Ah Ah Mh ahs Ah + 
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J.W. & A. P. Howard Co., wu. 


BOOT AND SHOE 


KORRY 
KROME 


SOLE LEATHER 
Great For ‘‘Hiking” 


KORRY KROME soles 
will delight your customers 
who say Rubber soles are 
too heavy—yet who want 
resilience and comfort. 


KORRY KROME soles 
are HALF THE WEIGHT 
of ORDINARY SOLES 
and WEAR TWICE AS 
LONG. 


KORRY KROME soles 
are also EXCEEDINGLY 
FLEXIBLE and RESIST 
WATER into the bargain. 


KORRY KROME soles 
are PURE LEATHER— 
not a substitute or coun- 
terfeit sole. It’s a new sole 
tanned a new and better 


way. 


Send for a sample block 
and test it yourself. 


Corry, Pennsylvania 


RECORDER 
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March 3,1917 “THE GREAT NATIONAL SHOE WEEKLY” 25 








Announcement 
The Excelsior Shoe Co. 


Portsmouth, Ohio 





None geouine without this 
medal attached 


Announces 


to the trade the departure of their salesmen for their respective - 
territories with a complete line of men’s, boys’ and little gents’ — 
Goodyear welts and McKays—for Fall, Nineteen Seventeen. 


Our Line 


As well as our prices will appeal to the Retailer this season more 
forcibly than ever before. 


We Urge 


you therefore to defer placing your Fall business until you have 
had an opportunity to look over the complete line. Our salesmen 
will call and explain the many different propositions to you per- 
sonally. 


Write Us 
and let us arrange to have salesmen see you at the earliest oppor- 
tunity. 


THE EXCELSIOR SHOE CO. 
PORTSMOUTH, OHIO 
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A Wonderful Fitting Street Pump 








(ELIS E) 
Made in all leathers. Two inch and one and one half inch wood Louis heels. 


Geo. C. How Co., Haverhill, Mass. 


J. B. TILTON W. F. EBBETT 








> ad 
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Many Styles In Stock 


OU can obtain the best re- eaeiety 
sults possible by selling this shoe. use!" "O° 
N. B. Tan Bal, Top Some, Doct —_ 4 


Years of shoe making experience, tO- Soe tarsea'kdge win white Top St 


14-inch Heel, Wax i 
5 to 10%. B, C and D Widths. 


gether with a factory equipped to the °° ye pee ein srock 


Men’s Welt cut from Velour Calf Youn, iat 


highest efficiency, combine to create EN ag 


in Blucher, Bal and Button. 


values for you that cannot be had else- q.5.trsgrpitese STM 
where. Fon Sutgh ta inc Heel. aver B “Bottom 


Stonefield-Evans Shoe Co., Rockford, IIl., U.S. A. 


CHICACO OFFICE, 706 Security Building 


~~ . = 
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Buyers’ Easy Reference Directory 





“BEADED TIPS” 







i¢ JjJCQAOLaA jAQV 
ti) araBeo 


There’s only one Beaded Tip Shoe Lace and 
that one has this Trade Mark on the label 


TRADE 


BEADED 


MARK 


UNITED LACE and BRAID MFG. CO 
Originators and Sole Menufacturers 
PROVIDENCE, [Auburn] R. I. 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 
East Weymouth, Mass. | 
BOSTON OFFICE, 183 ESSEX STREET 














McKays and Welts 
For the Up-to-Date Woman 


Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. 





Lynn, Mass. 











The Dr. A. eed | 
CUSHION SHOE FOR WOMEN 
The line that advertises itself— 
women wearing them will send 
customers to your store. You 
will also secure business on 
other styles by gelling the 

women into your store. 


WRITE FOR EXCLUSIVE AGENCY 


John Ebberts Shoe Co. 
Buffalo, N. Y. 





B- 
Vici kid lace boot 








CORDO-TAN 


A dye that changes a faded tan or light colored shoe 
to a rich deep cordovan brown. 


ri ergy _ Sivas e3 rmanent color and is absolutely 
uniform. e money for you. Send for 75c. 
or $1.50 i package, ‘with 10 cents added for parcel 
post— N 


BLACKFAST DYE—As good for turning them black 


Same Prices 
149 DUANE STREET 


ELIAS BERLOW NEW YORK, N. Y. 


Phila. Representative, B. Landsberg, 44 N. 4th St., Phila., P: 








he matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Vitfups 


means quick and easy salesfor you 
Two Popular Styles, Pad and Cord 





GEORGE FROST CO., Makers, BOSTUN 
C.E, Conover Co., Selling Agents, New York. Chicago, Baltimore, St Leuls 








We stand ready to ship — order in any quantity 
from Shoe Buttons to 

Shoe Repair Machinery. 
Headquarters for Find- 


In the Heart 
of the Shoe Trade 


INTERNATIONAL 


SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORK, N. Y. 








«oh and Shoe Store Sup- 








Let Kiely 


size up your lines on 
SHOES for _KIDDIES 
~~ McKays or Welts 
SHOES OF THE WEAR KIND 
IN STOCK 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS is KIELY 
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Newspaper Cuts 


For Your 


SPRING AND EASTER 
SHOE ADS 








SPECIAL OFFER 


Ten cents for a matrix of this striking cut. 
Act quickly. 

Be the first in your city to get this matrix 
and a series of 29 matrices of cuts illus- 


trating Spring styles in footwear for men, 
women and children. 


30. Mats at 10c Each or $3.00 
Check Must Accompany Order 
Only one set sold in a city. 


Do not pass up this chance to dress up 
your ads with the best shoe illustrations 
to be had and at small expense. 


Order at Once 
Your money back if you are not satisfied. 


Retailers who cannot use mats may se- 
lect cuts from proof-sheet of these illus- 
trations at moderate cost. 


Write for a Copy 
The Waskow Company 


Specialists in Shoe Illustrations 


551-57 W. Washington St. 
Chicago, II. 











One of the popular numbers in our line 


Upham Bros. Co., Stoughton, Mass. 
RR: — ce Seam 





March 3, 1917 


‘ 


DePHAM 


Ay los that base. 
= 





to be made up 














Buyers’ Easy Reference Directory 


HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We carry a complete stock on the floor. Let 
us send you samples. 


We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 

















OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


oMresner HSov 


LYNN, MASS. 0-2.A 


a tits 
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Strootman Cushion Arch Molds : 


Put elastic cheer in your foot-troubled 
customer's step. 

They instantly relieve weak, sore and tired 
aching feet because they are light, comfort- 
able, foot-conforming and shoe-fitting. 


UNDER TROUBLED FEET 


are a long-felt want to prevent falling of 
the arch and protect active feet against 
common foot troubles. 

Strootman Cushions are scientifically 
built of a hi wtiggpe © oer felt to give 
plain, every-day satisfaction and make 
new friends for you. 

Write for literature today. 


Increase Your Sales 


Use D. & S. Background Papers and : 
Watch Your Business Grow 


CHANGEABLE INSERT SCREENS, PED- 3 
ESTALS, FLOWER BOXES, BORDERS, 
ROPING, FLOWERS, Etc. s 

SEND FOR SAMPLES DEPT. B 
DOTY & SCRIMGEOUR SALES CO., . 
74 Duane Street New York City 





eclnosglecglecgteslnscglecalecalecgiergiergges 


sCachion. John Strootman, Buffalo,N. Y. 








STYLE AND SERVICE 


Black Glazed Kid Polish, 
N. Y. Last, Imt. Wing Tip, 
‘Goodyear Welt, % Louis 
Leather Heel, 8-in. Height, 
Blind Eyelet. 

A to D, 24% to 8 


IN STOCK 


$4.25 





8 


F mim ~Perspiration Kil Sunn 
The Best Shoe On Earth 


The Best Shoe on Earth is not proof against the destruction of 
linings, stitches and innersoles caused by excessive foot perspiration 

MACK‘S FOOT LIFE isa positive remedy that eliminates per- 
spiration and keeps the feet in a normal healthy condition,and 
means 





Comfort and Economy to the consumer, 
Profit and Prestige to the dealer. 


ALSO 


Safeguards the reputation of the shoe maker. 
If your jobber is not “‘on the job,” 


WRITE 


MACK’S MEDICAL COMPANY 


_ 333 Tremont Street, Boston, Mass. 





Style 4936 


122-124 Duane St., 
a& , NEW YORK CITY 








a 




















ague puns i AUUUOUOGUGHUDERODOROGOEOGOGHODUOUOURUROOONCEE , S 
HENRY LILLY CO. : : a 
oe 100 READE ST., N.Y. = 
eee : | OVERGAITERS : 
88-90 READE ST., N. Y. E : White as the driven snow 
: = Shapely as Venus De Milo 
TRADE SALES = § IN STOCK 
of 3 © Stock No. 1020........-.------0+05sseeeeees $12.00 
SHOES and RUBBERS = = Stock No. 1021—Pearl Po isc ixowuaeeuekes 12.00 
: 2 s I ong a ER 33.08 
Every Wednesday and Friday = & Seach No. 1035—Chamois................... 12.00 
= & Send for Sample Dozens. —_In Stock 
f " 
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Saas Fall Sales Campaign! 


For the Girls and Boys 


301—Gun Metal Button 


302—Patent Colt Button 1.50 1.90 2.40 
300—Black Kid Button 7 


235—Tan Lotus Blucher 
245—Black Calf Blucher 
265—Tan Elk Blucher 175 2.25 32.75 
275—Black Elk Blucher 
320—Tan Lotus Button 


HAGERSTOWN SHOE & LEGGING CO. 
HAGERSTOWN, MARYLAND, U. S. A. 


Are Your Cialis Weald F viel Ends? 


Do They Enjoy Twisting and Pushing a Piece of Fuzzy 
String Through Small Eyelets? 


You can easily gain their good will and future orders by selling them 
the best shoe lace made. 


¢HUBTIP” “So ae ~=60§. SHOE: =LACES 


EVERY PAIR PACKED IN AN ATTRACTIVE SINGLE PAIR CARTON. 72 CARTONS 
IN A HANDSOME COLORED CABINET WITH COUNTER DISPLAY EASEL. 


> 


aaa ¢ )) hye UBTIE 
\ / 
Sie eee PAT. OCT. 18 1804 
——— — = z = 


“T WERE is no metat in the = of “HUBTIP” Shoe Laces, « eqvently, they 
remain aiways & permanent black Never Slip. 
Made of fast color ~ braid, will wear twice as long as ordinary laces 


““HUBTIPS’’ Always Look New, Are Pend Gales 
GUARANTEED TO 
NEVER PULL OFF NEVER FRAY OUT NEVER WEAR TINNY 


Made in 27, 30, 36, 40, 45, 54, 63, 72 inch lengths. Put up also in cabinets of assorted lengths. 
Colors, Black or Russet. Send us your order now for trial cabinet. 


Frank W. Whitcher Co. zxs Boston, Mass., and Chicago, Til. 





Buyers’ Easy Reference Directory 


Co OOD SOUND OOOO SOOO eens 


mee ee 


} “*CHANDLER’S”’ 
SHOE NOVELTIES 


g 
f 
f 
f 
Flexo Bows, Buckles, Shoe Ribbons, Laces ; 
f 
f 
f 
f 
f 
f 





: IN STOCK 
jSATIN SLIPPERS 


FOR EVENING WEAR 


mM Made of good serviceable satin, in operas, 
N with and without rosettes. In Cuban or 
1-2 Louis heel to match. Black, white, 
a pink, blue. 


¥ $1.25 to $1.85 per pair 


| ORIENTAL SHOE & 
SLIPPER CO. 


116 Duane St. 
NEW YORK, N.Y. 








WE have in stock the smart Spring colors for afternoon teas 
and dansants—Beige, Straw, Sand, Gray, Navy. 


THE NEW SKATING SHADES 
White, Gold, Absinthe, Mustard, Bronze, Rose, Purple 








Q 











<= 


COLUMBIA 


ELLERS-EVERS-CO-IN 
WHITE SHOES 






LO 











9 IN STOCK RS 
z 8122 Wo’s All White Nubuck Lace, x Fi BER COUNTE 

L eee, =| EXCEL IN QUALITY — PERFECT FIT 
i 8123 Wo’s All White Reignskin Lac | WATERPROOFING AND DURABILITY 
E Plain Toe, Covered Heel, Metal E We assure you satisfaction «s 





WOU OT. ccs ss cao 


‘COLUMBIA COUNTER CO: 


349 CONGRESS ST. BOSTON, MASS. 







AINUUDAAD ASAD AANA TAT 








FRANKLIN 
MACHINE CO., INC: 


_ 189 Charles St. 
PROVIDENCE, RB. I. 


f ENGINEERS 
s FOUNDERS 
and MACHINISTS 


Manufacturers of 
Shafting, 


stern in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


8, 
Mill oem, Special 
Machinery for Tex- 
tile Work, 
Winding Machines, 
Cotton Bat Heads, 
Dressers. 




















iT} : 
Most NATURAL’’ 
SPRING ARCH SUPPORTER 
Is as light as a feather, it supports 





IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS pop 





the sole so it makes it impossible for 
the arches to break down, further, it 
helps arches to get back to their nat- 
ural position. The most comfortable 
and practical on the market. Will fit 
any shoe. Retailing at $1.00 per pair, 
it yields you a nice profit. 


STATE FOR LADIES OR GENTLEMEN 


The J. J. TANNER MFG. CO. 
PETALUMA, Sonoma County, CAL. 





SELL NOW 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 


Ankles 
Children te Walk 
FOR SKATI 
A stock is also car- 
ried at our Western 


Jecln Lawrie & Sons 
206 S Market St. 


Order by tantteen your Jobber or Direct 
Nathan Anklet Co. 


81-90 Reade St.,° New York City 
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The greatest asset 


The greatest asset in the men’s end of the retail 
shoe business today is the staple shoe. 

With such a shoe the retailer can accomplish 
two results with one effort. 

He can reduce the amount of merchandise on 
hand and increase his sales. 

Men like to stick to a shoe they find by experi- 
ence has wear, comfort and style combined with 
good shoemaking. 

The All America is just the shoe to bring about 
both of these conditions. 

All Americas are in stock in each of our nine 
wholesale Rice & Hutchins houses. 





RICE & HUTCHINS 


Wholesale 
Houses 





™ a ~ A? agg hins 


mi Hea Hatch Rice & Hutchins, Inc. 


= ec & Hute chins 
timore Co. 
The Atlas Shoe Co. 20 High Street, :: :: :: Boston 
ston, Mass. 
The Rice "& Hutchins 
Cleveland Co. 
The Rice & Hutchins 
Cincinnati Co. 
The Rice & Hutchins 
Atlanta Co. 























